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A much-needed Garage Door Set 


National No. 800 


You often have contractors or 
builders come in and say, “I’ve got 
a low-priced garage job.on hand 
and I'll need some stuff to hang 
the door with.” 


Then is when you'll want the Na- 
tional No. 800 Garage Door Set. 
which is the finest of its kind you 


can sell for the money. 


It gives a neat, close-fitting, and 
free-hanging job, — is weather- 
proof, and is quickly and easily in- 
stalled. Every last item of equip- 
Outside ment necessary to attach it is sup- 
plied, and packed with parts in 


neat, strong box. 


And the profit in the sale of this 
National Set is substantial and 
worth-while. 


























You can get it Direct 


Place your order with us for a good 
supply of these well-made Garage 
Door Sets. There will be many 
times when you will exactly meet 
requirements by selling them. 


As you know, we supply the trade 
direct, which means quick shipment 
and prices considerably lower than 


Inside usual, 


National Manufacturing Co. 


Sterling Illinois 























New Bolt Lists 


REVISED CARRIAGE BOLT LIST 


(Effective Sept, 1, 1923) 
4” 








Diam ts” 14” fs & 59” 
Length 
Sere 1.90 2.50 
ery 2.10 2.75 ars nee 
ee 2.30 3.00 3.25 6.00 
aS 2.50 3.25 3.55 6.40 
SS a ; 2.70 3.50 3.85 6.80 
ee 2.15 2.90 3.75 4.15 7.20 
BS 6 sas St % 2.30 3.10 4.00 4.45 7.60 
ar 2.45 3.30 4.25 4.75 8.00 
| aR eel 2.60 3.50 4.50 5.05 8.40 
ae 2.75 3.70 4.75 5.35 8.80 
nS 9: viaaba"s 3.65 4.65 5.75 6.40 9.20 
| eee 3.80 4.85 6.00 6.70 9.60 
| ae 3.95 5.05 6.25 7.00 10.00 
oe 4.10 5.25 6.50 7.30 10.40 
ortcts a 4.25 5.45 6.75 7.60 10.80 
ae 4.40 5.65 7.00 7.90 11.20 
ee ee crs 4.55 5.85 7.20 8.20 11.60 
ME 5 gate ks 6.05 7.50 8.50 12.00 
ee 6.45 8.00 9.10 12.80 
a ee 6.85 8.50 9.70 13.60 
| re 7.25 9.00 10.30 14.40 
ae 7.65 9.50 10.90 15.20 
Mr cc cerned 8.05 10.00 11.50 16.00 
ee 8.45 10.50 12.10 16.80 
ree 8.85 11.00 12.70 17.60 
ee 9,25 11.50 13.30 18.40 
sie: tig than 9.65 12.00 13.90 19.20 
Bas asx" avast 10.05 12.50 14.50 20.00 

REVISED MACHINE BOLT LIST 
(Effective Sept, 1, 1923) 

Diam fs” 1” 16 & 5g” % . 4 1 ; l 1,” 
Length ° 
1%”... 1.70 2.00 3.00 3.70 5.50 7.70 10.50 15.10 22.50 
Bias 1.80 2.10 3.25 4.00 5.90 8.25 11.20 16.00 23.70 
_ 1.90 2.30 3.50 4.30 6.30 8.80 11.90 16.90 24.90 
3”.. 2.00 2.45 3.75 4.60 6.70 9.35 12.60 17.80 26.10 - 
«Yaa 2.10 2.60 4.00 4.90 7.10 9.90 13.30 18.70 27.30 
ee 2.20 2.75 4.25 5.20 7.50 10.45 14.00 19.60 28.50 
ae 2.30 2.90 4.50 5.50 7.90 11.00 14.70 20.50 29.70 
5” 2.40 3.05 4.75 5.80 8.30 11.55 15.40 21.40 30.90 
. ae 2.50 3.20 5.00 6.10 8.70 12.10 16.10 22.30 32.10 
ae 2.60 3.35 5.25 6.40 9.10 12.65 16.80 23.20 33.30 
re 3. 4.50 6.50 (AL 9.50 13.20 17.50 24.10 34.50 
um 3. 4.65 6.75 8.00 9.90 13.75 18.20 25.00 35.70 
eee 3.90 4.80 7.00 8.30 10.30 14.30 18.90 25.90 36.90 
8 4.00 4.95 7.25 8.60 10.70 14.85 19.60 26.80 38.10 
Se 4.20 5.25 7.75 9.20 11.50 15.95 21.00 28.60 40.50 
10” 4.40 5.55 8.25 9.80 12.30 17.05 22.40 30.40 42.90 
11”., 4.60 5.85 8.75 10.40 13.10 18.15 23.80 32.20 45.30 
.. 4.80 6.15 9.25 -- 11.00 13.90 19.25 25.20 34.00 47.70 
_ ae 9.75 11.60 14.70 20.35 26.50 35.80 50.10 
ae 10.25 12.20 15.50 21.45 28.00 37.60 52.50 
15”, 10.75 12.80 16.30 22.55 29.40 39.40 54.90 
ae 11.25 13.40 17.10 23.65 30.80 41.20 57.30 
ae Pee 14.00 17.90 24.75 32.20 43.00 59.70 
18”... 14.60 18.70 25.85 33.60 44.80 62.10 
9 15.20 19.50 26.95 35.00 46.60 64.50 
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i Rlanoterere 


September 6, 1993 


By Saunders Norvell 


NE day in June after a luncheon I left The 

Chemists’ Club in New York committed to a 

long journey. It is pleasant to look forward 

to the thrills and romance of an adventure 
amid new scenes, but this journey to which I found 
myself committed was not forward into the future 
but far backward into the past. Like many a man who 
has started on a journey, burning his bridges be- 
hind him, I have my misgivings. 

The first important matter to be decided was what 
to name this journey. “Forty Years of Hardware” 
was my first thought. Another was “My Hardware 
Life.” When I discussed these titles with some literary 
friends they said, “There is nothing original about 
‘Forty Years of Hardware,’ nor do we like ‘My Hard- 
ware Life,’ because the public have been rather fed up 
on ‘lives.’”” Then I said, “How do you like ‘The Acci- 
dent of Hardware?’” “Fine,” they said. “That’s a 
good title. It is different. You tell us it was just by 
accident that you happened to land in the hardware 
business. Therefore it is appropriate.’’ However, 
when I suggested this title to the Editor of HARDWARE 
AGE, with his practical wisdom he did not approve 
of it. He said that instead of the trade deciding that 
hardware was the accident, they would declare I was 
the accident. It was with considerable reluctance that 
I gave up the accident title. I must confess that I 
even thought that possibly there might be some truth 
in the conclusion the trade might reach if the title 
were used! 

Then I said to the Editor, “Strictly speaking, I 
I was not in the hardware trade forty years. For 
almost three years, from 1881 to 1883, I was a stock 
clerk; for nine years, from 1883 to 1892, a traveling 
salesman; for the next nine years, from 1892 to 1901, 
a sales manager and vice president; from 1901 to 1911 
a president of a wholesale hardware house. These 
activities cover just thirty years.” ‘But,’ said my 
friend the Editor, “afterward you owned and edited 
a hardware trade journal and for the last ten years 
you have been in very close touch with the hardware 
trade. So,” he declared definitely, “it is all right for 


you to use the title ‘Forty Years of Hardware.’” | 
must say I rather object to this title upon the score 
that it places me in the Methuselah class. Therefore 
pardon me if I record here that I went to work very 
young indeed! 

The next problem was to decide upon the literary 
form of these articles. Should they be in the first per- 
son or in the third person? The Editor preferred the 
first person as being more direct and less formal. 

I have decided just to write a hardware story. Do 
you put yourself in my place and sympathize with me 
in the task I have in hand? It places one in a curious 
state of mind to write such a narrative because in a 
way one is compelled to write with a double conscious- 
ness. For instance, I must go back and seek the state 
of mind of the poor boy as green as a gourd who takes 
his first job at $5 per week with his rosy hopes for the 
future. At the same time, having seen the end of the 
forty years’ journey, I write with a consciousness of 
what actually happened. It is a good deal like reading 
a book when you already know the plot. However, 
my dear hardware friend—especially my young friend 
—you do not know the story and probably it will be 
wise for me not to say much more about it in this 
introduction. 

It is only appropriate that one should have a rule 
in writing a hardware story, even if it is only the 
No. 68 variety, and the rule that I have adopted and 
that I will endeavor to follow is not to measure men in 
these articles by their material success. Recently | 
read a most interesting autobiography but, when | 
laid it down, it was with a feeling of intense dissatis- 
faction. It was evident that the author had but one 
standard by which he measured all men, and that was 
the standard of material success. He measured every- 
thing in dollars. Now if I depart from this too usual 
American standard, what standard shall I adopt? It 
seems to me as I meditate upon past events that those 
who have appealed to my imagination in the largest 
measure have been men who lived life to the brim. 
It has seemed to me as I have studied characters and 
their reactions in life that the worst of all crimes }s 



























































66 HEN we have discovered a conti- 

nent, or crossed a chain of mountains, 
it is only to find another ocean or another 
O toiling 
hands of mortals! O wearied feet, traveling 
ye know not whither! Soon, soon it seems 
to you, you must come forth on some con- 
spicuous hilltop, and but a little way further, 
against the setting sun, descry the spires of 
El Dorado. Little do ye know your own 
blessedness; for to travel hopefully is a bet- 
ter thing than to arrive, and the true suc- 


plain upon the further side. 


cess is to labour.” 
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I —Robert Louis Stevenson. 
ore 
ore 
ry 
Saunders Norvell 
ry 
er- meanness. I have been closely associated with giants justice. How little the young know that all these 
he and I have also, I regret to say, in my travels wandered things are but the hard-learned lessons in the text- 
into forests inhabited by pigmies. book of human experience! Then comes the day when 
Do Will you, dear reader, laugh with me most of the the boy, grown to mature years, feels the lonesomeness 
me time and weep with me a little now and then? As I of place and power. How little as an employee did he 
us review the story in my mind, I find both comedy and appreciate the cares and responsibilities of the em- 
a tragedy. In the forests through which we will pass ployer! How little did he know then the disappoint- 
IS- you will see great trees that fell in the fullness of ments, the chill of ingratitude and the disillusion that 
ite time, while other promising trees died young for is the lot of those who must direct their fellow men! 
es want of light. If you will be on your part a sympa- I must not only attempt to describe the people I have 
he thetic reader through the long year of writing, I will known in the hardware trade, but also in the early 
he on my part promise not to attempt to prove any articles to paint pictures of cities and business condi- 
of theories of my own. I will not preach nor attempt to tions a generation ago. I have accepted this task and 
ng pent a moral. I will do my very best to tell the story I will attempt to fulfill it by telling the story truth- 
, just as I saw and actually lived it, amd I will try to fully, simply and directly. Now please do not think 
nd write about events as seen with my eyes at the time for one moment that this is going to be a history of 
be these events transpired. the hardware trade covering forty years. Please un- 
1s I know full well that the younger generation, claim- derstand right in the beginning that it is only a per- 
ing and taking their turn in this good old world, have sonal narrative. As it will be personal, I will forget 
le little use for books or plays or movies that explain to mention many great figures in the hardware trade 
1€ overmuch. This younger generation are doing their with whom I came very little in contact, while on the 
d own thinking for themselves. I can see them taking other hand I will write at some length of stock clerks, 
in their seats and settling down to see the play. I can traveling salesmen and others who loomed large upon 
I hear them impatiently calling for the curtain to rise. my youthful imagination. Also please do not hold me 
I However, I propose to write about some very simple responsible for the accuracy of some of my descrip- 
4 and human things. The old need to be reminded of tions. I will tell of places and events just as they ap- 
e the feelings of youth and youth needs to be reminded peared to me at the time. 
8 of the feelings of the old. Have I the ability to achieve There is nothing new under the sun. In 


this double task? For instance, I will have to describe 
the mysterious feeling of the first dollar earned and 


t the wonderful thrill of the first raise in salary. There 
e will be the jumping heart and the flush at words 
t commending work well done. There will be the sick 
, feeling of discouragement when others are promoted 


and the boy in the story is overlooked—the bitter 
sting of harsh criticism and the mad anger at in- 


Wi 


> 


“Ecclesiastes,” Solomon tells us that at the last his 
only joy was in the work of his hands. In the quota- 
tion from Robert Louis Stevenson at the beginning of 
this introduction, he tells us that to travel hopefully is 
a better thing than to arrive, and the true success is 
to labor. So after forty years I can only add my 
testimony that the greatest satisfactions I have had 
in life have come from work well done. 
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“Dead Stock Evil? Don’t Let It Be an Evil 


—Prevent It,” Says Johnson 
y 


Warren, Ohio, Merchant Knows at a Glance Where He Stands 
and Cashes In on His Knowledge 


" HEN we asked L. M. Johnson 
regarding the best method of 
combating the dead stock evil 

he replied, “Don’t let it become an 
evil—prevent it as we prevent it.” 
Mr. Johnson is the proprietor of The 
Warren Hardware Co., Warren, 
Ohio, and has been a retail hardware 
merchant for more than twenty 
years. His method of preventing 
dead stock is simple yet efficient. 

Mr. Johnson keeps a compiete, 
loose-leaf book that serves three im- 
portant purposes. It is a store cata- 
log, stock list and cost or price book 
all in one volume. Note the illustra- 
tion, which is a sample sheet taken 
from this book. 

Every item carried in stock is listed 
properly in this book, which is di- 
vided into twenty-six main sections 
—one for each letter of the alphabet. 
Each main section is subdivided into 
five sub-sections characterized with 


the five vowels: A, E, I, O and U. 
By following the main index letter 
any desired item will be found in its 
alphabetical location. 

Note the sample sheet which shows 
vises. Ata glance Mr. Johnson can 
determine which vise models he is 
carrying in stock. He can give prices 
and look up costs and the source of 
supply, as the manufacturer’s name 
is placed at the base of the sheet. 
He has found it very handy data 
when answering ’phone calls. 

With the use of a code complete 
cost records are kept in the proper 
column. For such items as plumbers’ 
supplies, which are frequently sold 
to the plumbing trade at a so-called 
job price, you have ample provision 
for a selling price entry. 

Mr. Johnson believes that most 
dead stock is due to poor buying. A 
dealer may buy too many varieties 
of sizes. This cannot happen at The 


Warren Hardware Co., thanks to Mr, 
Johnson’s stock book. When the 
proprietor is away any of the as- 
sistants can handle the buying or 
pricing with the help of this book. 
There is no chance of the inexperi- 
enced buyer going astray on any of 
the lines carried. A new salesman 
can study out the varieties handled 
and is never at loss to furnish in- 
telligent service to the store’s many 
customers. 

At inventory time the book is a 
great help figuring costs. Compari- 
son of inventory records and the 
information in this book gives Mr. 
Johnson direct data on the wisdom of 
discontinuing one model in favor of 
another. 

Commenting briefly on his system, 
Mr. Johnson writes, “While it costs 
considerable time to keep it up, we 
have found that it is worth many 
times the cost.” You could hardly 
claim or wish more for any plan. 
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Small Town Profits from the School House 


Here’s an Early Fall Prospect That Pays Real Dividends 


every small town hardware 

‘dealer has an _ opportunity 

right in his very midst for collecting 
some new business. 

This business does not necessarily 
come from new customers, for in 
this instance, his merchandising shot 
is directed toward the school 
trustees of the various local dis- 
tricts in his locality. Going after 
this business is good common sense 
for the dealer, since it concerns 
something which must be attended 
to each year. 

Being a school trustee is not nec- 
esserily such a heavy honor to the 
local recipient that he can 
roll around in a limousine, 
expecting to have all hats 
doffed as he passes by. On 
the other hand, we find it 
to be a pretty hard and 
often thankless job handed 
out to some hardworking 
farmer, who accepts it for 
the simple reason that no 
other fit individual in his 
community will take it. 
Being a district school 


N° the fall of the year approaches, 
Fi 


By A. H. VAN VORIS 


trustee means that this individual 
must provide for a suitable teacher 
for the district and he must be re- 
sponsible for the condition of the 
school property and for the comfort 
and welfare of the pupils. 

Looks fairly easy from the out- 
side, perhaps, but it generally works 
out to be a regular job for an over- 
worked farmer. 

School Supplies and Equipment 

The angle on which the dealer 
steps into the proposition is that of 
supplies and equipment for the dis- 
trict school property. 


THE PUPILS WILL BUY: 


Fountain Pens Lunch Boxes 


Pencils 
Pencil Sharpeners School Straps 
Watches 


Penknives 


4ND EVERY SALE MEANS FUTURE 


GOOD-WILL 


Thermos Bottles 


Feeling that there is a consider- 
abie possibility in the general bulk 
of this business in the county, this 
fall we went about securing at least 
our share of it. 


How to Get This Business 

First of all—to secure the names 

of these district trustees, located all 

over the county—not such an easy 

list to secure until we decided to 

write to the county school superin- 

tendents, with a request for the 

names and addresses of all trustees 
under their control. 

These requests brought us a list 

of 110 names, for the coun- 

ty, some of them in our im- 

mediate selling area and 

others more remote from it. 

Now that we had the 

prospects together, all un- 

suspecting as they were, 

the next thing was to make 

the approach, which had to 

be done by correspondence, 

since a personal call would 

be quite aside from the 
“question. 


























raion 
Po han ae 





62 


Last year we went about this 
thing in a smaller way; we wrote 
our letters only to those trustees in 
our immediate locality, carboning 
them on the typewriter, but we did 
not feel that they made a sufficient 
impression. 

This year we went into the matter 
rather more thorougly. 

We felt that our letter must pre- 
sent an attractive appearance; it 
must be fairly newsy and interesting 
and to the point, if we were to secure 
the necessary impression at the 
outset. 

We found a fetching electro, by 
way of illustration, used our name- 
plate cut, made for us by HARDWARE 
AGE and made an appeal to the local 
district pride of the trustee for 
keeping things all shipshape. 

Next came the list of most of the 
items we figured on as being most 
required for repair, renovation and 
decoration of the district school 
houses—of the average “little red 
school house on the corner,” if you 
please. 

We are glad to say that the results, 
up to date, have been very pleasing, 
in returns from these letters. 


HARDWARE AGE 





SUGGEST THESE TO YOUR 
SCHOOL TRUSTEES— 


Paints, Ete. 


Outside paint, gloss white, red 
paint for outhouses, concrete 
floor and wall paint, roof paint, 
floor paint, disinfectant white 
paint, floor oil, roofing, paint and 
whitewash brushes, window glass, 
putty and putty knives, glazier 
points, 

Heating 
Stoves, stove boards, coal hods, 
ash sifters, fire shovels, splint bas- 
ket for wood, axes, oil heaters, 
oil cans, stove repairs. 


Illumination 


Flashlights, lanterns, 
bulbs, lamps, oil. 


electric 


Sanitation 


Chemical toilets, toilet compound, 
disinfectant spray, toilet paper, 
brooms. 

Miscellaneous 


Blackboard slating, lawn mower, 
scythe, rake, flag rope, bell rope, 
thermometers, locks and padlocks, 
clocks. 
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Nor is the end in view, for it is 
our hope that these hundred odd 
trustees, particularly those in our 
near locality, will continue to think 
of us as the dealer who is interested 
in their district, in its physica! ap- 
pearance and in its welfare. 

There is still another angle of 
profit to the dealer, at this school- 
opening season of the year. 


Equipment for the Pupils 


It is the equipment which he may 
sel! to the pupils, themselves, and in 
this instance, he is not confined to 
his districts, for in this he may well 
hope to cover the grammar, high 
and preparatory schools. 

Watches, vacuum bottles, lunch 
kits, pocket knives, pencil sharpen- 
ers, fountain pens * * * these 
are some of the items of interest to 
students in the schools. 

If you haven’t looked into the 
possibilities of these school sales, it 
isn’t at all too late to do so; many of 
the items might not come up for con- 
sideration until a bit later in the fall, 
so your appeal will still be timely if 
you approach it now. 


“Good Housekeeping Week” Nets $1600 for Johnson 


URTIS M. JOHNSON, Rush 

City, Minn., extensively adver- 
tised what he called ‘Good House- 
keeping Week” for the housekeepers 
of his community. The various home 
duties of each week day were em- 
phasized in store arrangement, win- 
dow displays and all advertising ma- 
terial. 

On Monday, “Wash Day,” all the 
hardware used in connection with 
the home duties of the day were 
shown, such as washing machines, 
wringers, tubs, boilers, ete. On 
Tuesday, “Ironing Day,” the conven- 
iences, such as ironing boards, elec- 
tric irons, regular irons, clothes 
baskets, etc., were featured. On 
Wednesday, “Canning Day,” the 
many items so necessary and yet so 
convenient in making the burdens of 
the housewife a pleasure were em- 
phasized. On Thursday, “ Cleaning 
Day,” the brooms, brushes, polishing 
oils, mops, pails, vacuum cleaners 
and many other items received at- 
tention. Friday was a general day 
for the conveniences and helps. for 
the home and kitchen and a general 
display was made of cooking uten- 
sils, labor saving devices, cutlery, 


etc. Saturday was “Baking Day,” 
and here the stcves, bake pans, cake 
pans, roasters, flour sifters, bread 
board and many other items were 
featured. Saturday was also “Shop- 
ping Day,” and many interesting ar- 
ticles at attractive prices were of- 
fered. 

The “ Housekeeping Week” was 


successful. It brought in a $1600 
increase in these lines. Mr. Johnson 
is located in a town of 1000 people. 
Try it out in your town and perhaps 
you will be just as pleased with the 
increased business as he was, and he 
has stated that the effect was felt 
right along after the special week in 
stimulated sales. 


Poor Manners—Poor Business 


T was noon time, the entire sales 
staff was at lunch as the pro- 
prietor of a retail hardware store in 
the Middle West began to price some 
goods just received from his jobber. 
He did this in the rear of the store 
while two women out in front waited 
to be served. After almost ten min- 
utes of waiting without a murmur 
one of the women shifted her feet a 
bit and coughed in order to attract 
attention. The proprietor (he wasn’t 
a.merchant) said that “Impatient 
customers who couldn’t wait a few 


minutes can go to as far as I 
am concerned.” By watching these 
two would-be customers we learned 
that although they didn’t follow this 
man’s directions to the letter they 
did go—across the street to his com- 
petitor’s and we will wager that they 
will continue to go there. It is a bad 
policy to disrupt a sales staff by hav- 
ing its members all go to lunch at 
the same time. It is infinitely worse 
to keep customers waiting for your 
own convenience. 
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Coolidge upon entering the 
White House after paying the 
respect due his beloved predecessor’s 
memory, was a conference with 
General Lord, director of the budget. 
Foreign relations, the coal sit- 
vation and other weighty affairs of 
atate all gave way to the nation’s 
financing. 


What Is a Budget? 


What is the budget? It is the 
working balance sheet of the Ameri- 
can Government, the pen and ink 
picture in black and white of our 
administrative income and expense. 
If we as a nation follow the trail of 
economy, the visualizing of tax and 
custom receipts against depart- 
mental appropriations, pursue the 
path blazed by our late President 
and “Hell and Maria” Dawes, we will 
in time enjoy a much lighter burden 
of taxation. 

The government at Washington 
or at least that part of it represented 
by the Chief Executive and the 
Budget Bureau, have set the retail- 
ers as well as Congress a worthy 
example. 


(ke first official act of President 


Knowledge Eliminates Guess Work 


There are hundreds of hardware 
dealers who only know their busi- 
ness is making money, when the 
bank balance piles up and the unpaid 
bills are few and small. There is no 
picture of income and expense in 
their office, no chart to guide, noth- 
Ing but guess work on which to base 
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(zuess Work 


Or 


Knowledge 
—Which Do 


You Use? 


By E. P. BEEBE 


a definite buying and selling policy. 
Neither a nation nor a business can 
ever get very far by guess work. 

Guess work can only be eliminated 
by knowledge of facts, and facts are 
only to be determined by proper ac- 
counting methods. It is a far cry 
from the “single entry post every 
item to the ledger’ method of our 
great grand daddies, to the concise 
methods of today. Great Grand Dad 
only knew once or at least twice a 
year whether the business was pay- 
ing or not. Today if we desire to 
know we can tell every month or 
every week. 

Great Grand Dad succeeded with- 
out a telephone, because his com- 
petitors did not have a phone. But 
when telephones came into practical 
use, Great Grand Dad signed his 
name on the dotted line for a phone. 

Grand Dad went a step farther 
and put in a typewriter but neither 
he nor our father could see much in 
the other mechanical devices. Add- 
ing machines and the other time 
saving devices were never for Grand 
Dad, and father always said, “they 
are fine for big business, but too ex- 
pensive for us.” 


A 20 Per Cent Saving 


An office executive says, “I feel a 
debt of gratitude to the men who 
specialize in office appliance work, 
there is much to learn from them.” 
This man, holding a position with 
one of the largest corporations in the 









































world, goes on record as follows: 
“It has been estimated that the 
average office is susceptible to the in- 
troduction of economies that will 
give a 20 per cent saving. And this 
by the application of scientific 
methods and the installation of im- 
proved equipment and appliances.” 
The modern office is fast becoming 
a center of mechanical activity just 
as the factory is a maze of labor sav- 
ing devices. Every retailer, no mat- 
ter how large or small the volume 
of business, has some if not all of 
the following operations during the 
month, many of these every day. 
Adding and subtracting; circular 
letter writing; letter writing; typ- 
ing, figuring and proving invoices, 
the latter applying to purchases as 
well as sales. Listing checks; card 
record keeping (stock and credits) ; 
bookkeeping; filing -letters and 
vouchers; folding and inclosing cir- 
culars, and addressing envelopes. 


Mechanical Aids 


All of these daily operations can 
be performed by time saving me- 
chanical devices and forms. The 
cost of installing is within easy 
reach, for the devices are made to 
fit every sized business. Grand Dad 
reluctantly bought the typewriter 
and Dad put in the cash register. 
Now it is time for us to keep step 
with the times and go as fast as 
possible the rest of the way. 

We want that picture of the busi- 
ness—we want those figures month- 
ly, weekly or daily. We must have 
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full details of expense, profit and 
turnover in order to meet the chang- 
ing times, the ever keener competi- 
tion. What can we find to help us? 
What have these specialists to offer? 
Adding machines, billing, adding 
and calculating machines; bookkeep- 
ing machines, addressing machines, 
multigraphing machines, visible card 
systems, complete loose leaf systems. 

Next time a representative calls 
and tries to interest you in an office 
specialty, give him some of your 
time. If what he has to offer may 
not be adapted to your business, he 


will tell you so frankly, and suggest 3 


what you require. You will learn 
something from him. It’s his busi- 
ness. He and the people back of 
him are studying your problems 
when you are fast asleep. 


They Help the Retailer 


For the past few years the big 
manufacturers of adding and billing 
machines have been demonstrating 
what they can do for the retailer. 
It has been no easy job, for father 
and son have clung to the idea these 
labor saving’ marvels of accuracy 
were only for banks, jobbers and big 
stores. 

Adding machine salesmen have 
patiently camped on father’s door 
step, waited until the books were 
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about to be closed, and then brought 
in the machine. Many times locked 
the office door, refooted the figures, 
found mistakes, dashed off a trial 
balance, and then without saying a 
word, handed father a blank con- 


DO YOU WANT TO— 


Know where you stand each 
week? 


Be able to have an early din- 
ner? 


Have some time to yourself? 
Save clerical time? 


Cut down expenses? 


READ THIS STORY IF 
YOU DO 








tract and a fountain pen, and father 
signed. 

After that the trial balance was 
made up in one day instead of four, 
the inventories were taken in half 
the time and all with less brain fag, 
and one day father said “that ma- 
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chine has paid for itself, you know 
I think a small business can better 
afford an adding machine than a big 
one, for a small business cannot 
afford to make mistakes.” 


You save 20 per cent or more 
clerical time. Use that to advantage, 
Perhaps the mail order business js 
bothering you. Well, there is noth- 
ing in Uncle Sam’s postal rules that 
prohibits you from using the mails 
to build up your business. Get out 
after that trade yourself. Install 
a multigraphing machine or an 
addressograph and circularize your 
prospects. The almost incredible 
volume of business handled today 
by the great mercantile institutions 
of America is only possible by the 
use of mechanical helps and care- 
fully planned systems. Do not sit 
back in your chair and let well ° 
enough alone. You may be standing 
in your own light if you fail to in- 
vestigate and find out what these 
specialists are doing for you. 


You as a taxpayer are anxious to 
see the nation on a budget basis. 
Get down to facts and figures in your 
hardware business. The old way 
was good enough for three genera- 
tions, but not good enough for to- 
day. Accuracy and speed have suc- 
ceeded error and delay, and knowl- 
edge has superseded guess work. 


Out-of-the-Way Location an Asset 


DOWNTOWN location may be 

more of a disadvantage than an 
asset, according to the experience of 
the George Haucke Hardware Co., 
Springfield, Ohio, located four blocks 
from the center of the city, in a spot 
that is considered on the “outskirts” 
of town. 

Modern traffic developments have 
brought George Haucke, Jr., secre- 
tary and treasurer of the concern, to 
the belief that his location is far 
more fortunate than that of his 
brothers in trade, located in the 
heart of the city. His opinion is 
borne out by the facts as the com- 
pany he represents carries the larg- 
est stock in the city. 

“We have a surprising amount of 
trade coming here from the center 
of the city,” he said recently. “People 
who would naturally be expected to 
trade downtown because it is more 
convenient tg them, will drive out 
here to trade. 

“The lack of parking space down- 
town is the chief reason for this fact. 


Frequently it is necessary to drive 
for blocks downtown before one can 
find a place to park. Out here the 
motorists park their cars anywhere 
they please and take their time 
about leaving. 

“We find that with trucks our de- 
livery problem is no more of a prob- 


lem here than it would be in the city, 
and we have the added trade from 
the tourists passing here. They 
strike this store first in coming into 
town and many would rather stop 
here than take chances on going on 
into town and searching for parking 
space.” 





Keeps Wire Cloth in Small Space 


' HERE space is limited the wire 
cloth rack used by J. W. Theis- 
sen, Detroit, Mich., will help a dealer 


carry wire cloth in a wide variety ' 
of sizes. Theissen has strung four’ 


20-ft. lengths of eaves trough in 
front of a sales counter. Regular 
conductor hooks serve as supports. 
The wire cloth rolls fit snugly in 
the hanger provided by the eaves 
trough. Mr. Theissen tells us this 
arrangement facilitates quick service 
and is convenient and easily made. 
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days of fall and still cooler days 
of winter are but a step away. 
Not only are the days of the falling 
leaf upon us but the perennial coal 
shortage is also about to make itself 


GS aays of fall is here and the cool 


manifest. “Have you got your win--° 


ter’s coal?” is the question one hears 
on all sides at this time. 

Time was when a coal shortage 
meant a decidedly chilly home and a 
shortage of hot, well-cooked food. 
Fortunate'y for us, however, those 
days have departed, and, although a 
coal shortage or a coal strike are not 
to be sneezed at they no longer in- 
spire the terror they once did. Food 
may be cooked on gas ranges, oil 
ranges and on electric ranges. 
Homes may be heated with gas 
heaters, oil heaters and electric heat- 
ers. We can be comfortable despite 


the lack of “black diamonds” in our 
cellars. 


Feature Your Heaters Now 


But even in normal times there is 
a period between summer and fall 
When heating becomes a_ difficult 
Matter. It is a little too warm to 
start the range and the furnace and 
a little too chilly to go without heat- 
ing of any kind. It is during this 
Season that the gas, oil and electric 
heaters come into their own. It is 
during this season that you can cash 
In with a vengence on these items 





and if you lay your ground work 
well you can continue to cash in 
until spring rolls around once more. 

During the autumn of 1922 when 
the average home needed some heat 
in the early evenings, and when it 
was not yet cool enough to bother 
starting a coal fire, provided the coal 
could be obtained, W. C. Ernst, a 
hardware merchant of Newburgh, 
N. Y., began to wonder if the oil 
stove had not untried possibilities. 
He decided to try the matter out. 
All through the month of October 
he placed a lighted oil stove near the 
front of his store. On a white card 
standing six inches from the stove, 
he had printed: “When you don’t 
feel like lighting a coal fire remem- 
ber 1’m here. Whether you can get 
coal or not you can always get me. 
Smell me, I have no odor.” All cus- 
tomers saw that stove. 


Ernst Cashes In 


When the writer asked Mr. Ernst 
if his propaganda had come up to his 
expectations, he said: 

“Yes, and far beyond them. In 
November, 1922, I received my order 
of thirty small oil stoves—I didn’t 
want to shoot too high, so I had 
duplicated my order of the winter of 
1921. By Dec. 15, 1922, the thirty 
oil stoves had been sold, and sixty 
more had just arrived. I kept the 
stove lighted, and the: printed card 
in its regular place, for you know a 





lighted stove on a cool day will at- 
tract more attention than all the 
printed advertising ever turned out. 
We kept the stove clean and trimmed 
so that there was absolutely no odor 
from it. Every time a clerk sold 
one he gave instructions as to the 
necessity of keeping the stove clean 
to keep it odorless. During the 
autumn, winter and spring of 1922- 
1923 we sold one shipment of thirty 
stoves, and three shipments of sixty, 
making a total of 210.” 


Real Publicity Brings Results 


Mr. Ernst freely admitted that 
until recently he had always re- 
garded the little oil stoves as inter- 
lopers in the hardware business; 
that they had been occupying space 
that he, at times had reasoned could 
be given over to faster moving stock. 
He did admit that the acute coal 
shortage of the winter of 1922-1923 
may have had a little to do with his 
selling so many oil stoves, but he 
holds that if he hadn’t brought them 
to the attention of the buyers in a 
forceful way he would not have done 
nearly as well. 

Since learning what could be done 
with these oil stoves, Mr. Ernst 
decided to try to teach his customers 
that in summer the kitchen oil stove 
is the proper thing to do summer 
cooking and baking. And this also 
proved successful. 
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VEN a casual study of the map 
on the opposite page will con- 
vince the most skeptical that 
interest in hunting is increasing. 
The majority of hunters in the 
United States buy their supplies and 
equipment from hardware retailers. 


Consequently the attention given. 


hunting equipment and supplies by 
the hardware trade is an important 
matter for consideration. 

Last year most of the large manu- 
facturers of guns, 
ammunition and 
equipment fur- 
nished retailers 
with window dis- 
play material and 
encouraged the 
arrangement of 
novel trims. The 
result was that 
some of the best 
hunting displays 
that have ever 
been shown were 
featured in hard- 
ware stores. 


A T the right 


is a realis- 
tic display used 
by Kline € Co., 
Williams- 
Port, Pa., to 
arouse the in- 
terest of the lo- 
cal hunters 











HARDWARE AGE 


Are You Ready for Those Fall Hunters? 


A report was published in the 
Aug. 9 issue of HARDWARE AGE to 
the effect that the Remington Arms 
Co., Inc., will hold again this year a 
sportsmen’s week from Oct. 15 to 20. 
It will distribute prizes for the best 
trimmed hunting equipment window 
displays featured during the period 
mentioned. 

The two pictures shown on this 
page are good examples of what may 
be accomplished with a careful selec- 





tion of material. The one showing a 
stuffed fox, two pheasants, an owl 
and other birds in the foreground 
and with corn stalks used as a back- 
ground was shown last year in the 
window of George Wolf, located at 
1340 Springfield Avenue, Irvington, 
N. J. 

The other display won a $10 
award last year. It was shown in 
the window of Kline & Co., Williams- 
port, Pa., and attracted attention for 
the two weeks 
that it was used. 
The figure in the 
window repre- 
sents a_ hunter 
whittling a clean- 
ing rod with a 
jackknife in order 
to clean the rifle, 
whieh. has been 
taken apart and 
laid on the bench 
beside him. The 
bench was made 
of empty — shell 
hoxes, 


rl yP at the top 
4 isa window 
that brought the 
sportsmen to the 
store of George 
Wolf. Irvington, 
N. Jd. You get 
real outdoor at 


mosphere here 
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WE ABSOLUTELY 
GUARANTEE 
THAT KKNIFE 























“The Overworked Guarantee 


Yr QNHE first pocket knife I ever bought with my own 
money turned out to be a disappointment and 
wrecked my faith in a certain retail hardware 

store. I had purchased it mainly on the advice of a 

smooth young salesman whose chief stock in trade 

was a frequent repetition of the phrase: “We abso- 
lutely guarantee it. If it doesn’t give satisfaction in 
every way, bring it in and get your money back.” 


I took it home and, boy-like, I tried out a whittling 
stunt on every piece of wood I could find. I gave it 
hard usage, I confess, but no one had warned me to 
use it in any other way. Finally, on the second day 
after the sale, I cut into a cross-grained piece of pine 
board and pried on the blade to split off a strip. 
Naturally the blade snapped, and the knife was ruined. 
Frankly, I was not much disturbed over the matter. 
The knife was guaranteed, and all I had to do was-to 
go down to the store and get my money back. I walked 
into that store fully confident that five minutes later 
I would walk out with either the money or a new 
knife, but I was soon disillusioned. The clerk who 
sold me the knife seemed like a different man. Two 
days before he had been all smiles, but that day you 
couldn’t have found a smile with a microscope. “Here’s 
that knife,” I said, “it broke, and I want a new one.” 
He reached over the counter and literally grabbed it 
out of my hand. Then he looked at the broken blade, 
threw the knife across the counter toward me, and 
said: “Nothing doing, kid. You broke that blade 
prying on something. We don’t guarantee a knife 
to be used for a crowbar.” “But,” I said tearfully, 
“You said to bring it back if I wasn’t satisfied, and 
I’m not.” “Can’t help it,’ he answered, “you ought to 
know more than to use a knife that way. It’s your 
fault.” 


I argued, but no use. Finally, the owner of the store 
came up to see what the trouble was about. He looked 
the knife over and said sharply: “You can’t expect 
a knife to stand up ‘under that treatment. Nobody 
can guarantee against foolishness.” Then he gave me 
a lecture a yard long and ended up by saying: “Give 


the kid one of those advertising knives and get rid 
of him.” They gave me a cheap advertising novelty, 
and I trudged home to tell my mother about it. That 
was the last purchase our family ever made at that 
store. 


Now, I acknowledge that I was at fault in the way 
I used the knife, but that clerk was still more at fault 
in his selling. He should have said: “This is a good, 
strong knife, with a high grade, steel blade. If you 
use it in the right way it will last a long time. Of 
course, the blade is hard. It has to be in order to hold 
a sharp edge. It will cut clean but, like any good 
steel blade, it will snap if you pry on it hard enough. 
If you buy one that bends instead of breaking it will 
be so soft it can’t hold an edge. We warrant this 
knife to be well made and free from flaws, and will 
replace any in which a flaw appears.” He might also 
advise a drop of oil on the blades to make them open 
freely, or make other helpful suggestions. 


When a clerk harps on the guarantee, he is not sell- 
ing merchandise; he is selling “guarantees”, and 
should live up to his bargain. When a guaranteed 
article is returned it should be accepted cheerfully and 
the refund or exchange made at once. If you make 
the exchange grudgingly you might as well not make it 
at all, as the good effect is lost. That clerk should have 
given me a new knife without question, and then 
should have cautioned me about using it properly. 
The merchant when called in the controversy should 
have said: “I’m sorry, my boy. The clerk made 
guarantees which the manufacturers of the knife do 
not make, but it is our fault and here is a new one of 
the same kind. I’ll tell you how to use it and what the 
maker’s guarantee covers.” Had he done this, he 
might have retained not only our trade but that of 
others to whom the story was told. 
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Put That Mailing List to Work and 
Make It Declare Dividends 


69 


Some Helpful Suggestions for Getting Up a Mailing List 
That Will Be a Real Asset to Your Business 


great many stores that are not 

doing their full duty. They are 
the telephone book and the ledger. 
The average dealer can get many an 
extra dollar of profit by using them 
in the right way. 

No one would try to do without 
a telephone directory for no one can 
remember all the numbers of the 
telephone subscribers. Likewise 
the memory could not be trusted for 
all the goods purchased on credit. 
Consequently these two things are 
absolute necessities in every hard- 
ware store. The telephone book 
saves time and the ledger saves 
money. But both of them can be 
made into greater profit producers. 

A store that does not have a live 
mailing list is as bad as a business 
without a telephone or a ledger. Just 
stop to think for a minute that 
through a mailing list and with the 
aid of your local newspaper, a dealer 
can put his 
hundreds and thousands of people at 
the same time. 

It would take a life time for any 
dealer to go out and personally tell 
his customers and prospective cus- 
tomers what he can say through his 
newspaper and in the material sent 
to his mailing list in one week’s time. 
Personal calls, of course, are ex- 
cellent and are 
great business 
builders. News- 
paper advertising 
is one of the best 


T erent: are two things in a 


proposition before’ 


lists, newspaper subscription lists, 
tax records, clubs, factory payrolls, 
church lists, lodge lists, automobile 
owners, young peoples’ clubs and 
other organizations and sometimes 
post office lists. 

The next operation is to get this 
list where it will work. Here is a 
suggestion: Obtain a supply of 3 by 
5 in. cards, either ruled or unruled, 
depending on whether the records 
are made with a typewriter or in 
long hand. The next step is the fil- 
ing cabinet, either two or four 
drawers which can be purchased at 
reasonable prices. The two drawer 
cabinet with 2000 cards costs in the 
neighborhood of $10, and the four 
drawer with 4000 cards about $20. 


Make One Person Responsible 


One person in the store should be 
given the responsibility of getting 
up these lists. In some sections 
mailing lists have been prepared by 
certain agencies where merchants 
have clubbed together for the pur- 
pose, but in most cases it is necessary 
for a dealer to compile his own lists. 
If the business is large enough to 
warrant a mimeograph or a multi- 
graph, and an addressograph, sten- 
cils are cut and filed away instead of 
the 3 by 5 in. cards. The majority 
of merchants will, however, be 


al a ee 


obliged to use the card system. This 
article is written more for this class 
of dealers than those who have the 
more complete and expensive equip- 
ments. 

The person designated to compile 
the lists must do a good job. A poor, 
imecorrect or partial list is worse than 
useless. Usually the bookkeeper can 
find time for the work at odd 
moments, or perhaps some energetic 
school boy or girl can earn a little 
money during vacation by getting 
the list started. 

Some dealers have gone so far as 
to hire students to canvass the 
territory thoroughly and at the same 
time secure a listing of the various 
things in the house, such as electric 
ranges, vacuum cleaners, washing 
machines, electrical equipment, fur- 
naces, bath rooms, etc. 

However, the agencies already 
mentioned, centering chiefly on the 
telephone book and the ledger, will 
furnish an adequate list. The card 
on which the name is to be written, 
can be something similar to the 
illustration and can be modified to 
meet your own requirements. Your 
lecal printer can print them for you 
in short order or the multigraph can 
be used to turn them out. 

The accompanying illustrations 
show how these cards should be 

made. The key to 
the row of num- 
bers on the top of 
the card is also 
12 listed in the illus- 
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Card made out for a doctor who lives in town and owns a car 


3—NMailing to all cards not checked 
in No. 1 who are prospects and 
potential new customers. 

4—Mailing to all cards checked in 
No. 2, your city customers. This to 
be used when you have something 
special for city customers only. 

5—Mailing to all cards checked in 
No. 3, your country customers. This 
to be used when you want to cover 
generally the country trade. 

6—Mailing to all cards checked in 
No. 4, your farmers. If you have 
something special for farmers only, 
all of the No. 4 cards should be taken 
out and envelopes addressed. 

7—Mailing to all cards checked in 
No. 5, the professional people, 
doctors, lawyers, ministers, priests, 
dentists, etc. To be used if some- 
thing special is to be sent to this 
class. 

8—Mailing to all cards checked in 
No. & gives you a list of all house- 
wives when you have a special sale 
or announcement for the home- 
keeper. 

9—Mailing to all cards checked in 
No. 7 gives you a list of all me- 
chanics. 

10—Mailing to all cards checked 
in No. 8 gives a list of all clerks. 

11—Mailing to all cards checked 
in No. 9 gives a list of laborers. 

12—Mailing to all cards checked 
in No. 10 gives you all of the boys 
in your community. Sporting goods, 
baseball goods, fishing tackle, radio, 
guns, etc., are of interest to this 
class. 

13—Mailing to all cards checked 
in No. 11 gives a list of all auto 
owners and drivers. 

14—Mailing to all cards checked 
in No. 12 gives a list of all the girls. 

It is quite likely that you will use 
the entire list most of all for sending 
out general announcements. Then 
there will be specials for the farm- 


ers, No. 4; for the housewife, No. 6; 
the auto accessories, No. 11; sport- 
ing goods which should go to boys, 
No. 10; farmers, No. 4; professional 
people, No. 5; mechanics, No. 7; 
clerks, No. 8, and laborers, No. 9. . 

It would be well to indicate by a 
cross on the card whether or not the 
name on the card was considered 
good pay. The sales are entered 
yearly from the ledger and do not 
give the cash sales and act only as 
a guide. 

Extending the Lists 


Now it may be that the twe:ve 
classifications will not suit every 
store and these could be changed or 
more numbers could be added. For 
instance numbers could be used to 
indicate range prospects, washing 
machine prospects, etc. The chief 
difficulty with using a mailing list 
for a prospect list for specific things 
is the fact that it takes,very close 
watch to keep the cards correct, es- 
pecially when there are a thousand 
or more in the cabinet. The better 
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way is to make a prospect list from 
this same style of cards and keep it 
in a separate drawer. Fewer cards 
will make it easy to run over them 
often and take out the dead ones or 
the closed sales. 


Watch Your Step! 


Care should be used in making up 
the lists. For instance, if you list a 
farmer who lives in town, but actual- 
lv farms or controls farms, he should 
be checked both under 2 and 3, so he 
will receive any material you have 
designated as being of interest to 
farmers only and which would in- 
clude all the cards checked in No. 3. 
However, he lives in the town and 
anything sent to townspeople should 
also be sent to him, and for that 
reason his card is double checked. 
Of course, when there is something 
of general interest to be featured 
the entire list is mailed. The reason 
numbers are checked at the top is 
so you can send out material to cer- 
tain classes of trade. A _ place is 
provided with a ‘“remarks’’ space 
for any information not already 
covered: For instance this farmer 
might rent his farm and that could 
be noted. Various changes can be 
made in the form to suit the in- 
dividual needs. It is most important, 
however, that the key numbers be 
used at the top for separating the 
various classes and that the last 
name of the individual always be 
entered first in order to make filing 
easy and correct. 

Don’t forget to date each card the 
day it is made out and when a 
change is made or a new card placed 
in the file, the current date should 
appear. This automatically shows 
that a change has been made. 

The next and final installment will 
tell some of the material to be used 
for the mailing list. 


(To be continued) 
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Card made out for son of a farmer who drives his father’s car 
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EDITORIAL COMMENT 


Thoughts at a Banquet 


IRCUMSTANCES recently compelled us to 

listen to an orator who seemed obsessed with 

a belief that the vine of civilization, and all of 
the complicated lattice work of systems and institu- 
tions that furnish it support, would topple to de- 
struction at the faintest fluttering from the breath 
of change. He exhorted us with all the fervor of 
his eloquence to discourage “the half-baked and un- 
tried theories that young men prate to-day in their 
mad desire for change and something new.” 


As the voice of the speaker rumbled on, our 
thoughts wandered to Steinmetz, scientist and phil- 
osopher, who ventures to believe that by the year 
2023 mechanical progress will have reached a point 
where it will be unnecessary for civilized human 
beings to do more than four hours of work daily. 


This is singular indeed, we mused. Here is an 
elderly man of surprising balance, and yet, when 
he speculates upon the future he thinks in the very 
terms of youth, and his practicality becomes clouded 
by the mist of visions. Surely there is something 
very heartening in this. Was that speaker on the 
platform never young? 


And as we looked at him again he said something 
about “the heresies of youth.” Our sensibilities 
chafed under the remark, and we dropped the thread 
of attention so as to adjust the phrase more com- 
fortably in our mind. Pausing thus we questioned 
if even the speaker sensed the value of his words. 


The eye-sparkling exhilaration at the hour of 
achievement; the ascetic luxury of an ideal; the 
dauntless curiosity to experiment; the gallantry of 
conviction, these are the heresies of youth. But at 


that moment our mind was darkened by the shadow 
of a fact, and we realized that most of the things 
for which men have potential talents are things that 
they love to do, and that those things become 
stunted by the sickening and futile struggle for 
primitive necessities. For we stand perplexed in 
the labyrinth of our own needs nursing the flicker- 


ing lantern of experiment. 


Can this be the position, the civilization, we asked 
ourself, that this speaker would have us maintain? 
Can this man sanely believe that everything will 
crash to atoms if we trim the wick, and change our 


position a little for the comfort of our bodies? 


We glanced again at the speaker, and his portly 
paunch and brittle dogmatism tempted us to cry 
aloud: “Let us be done with this corpulent bab- 
bitry.” 


How can men, otherwise sensible, we wondered, 
continue to delude themselves with the fallacy that 
they have arrived at the pinnacle of civilization, and 
that the work of their own-hands is beyond criti- 


cism? ° 


Institutions, systems and men that cannot endure 
criticism, we induced ourself to believe, have some- 
thing rotten and unhealthy beneath the trappings of 
their outward show. The opiate of contentment 
degrades the possibilities of life. 


While these thoughts jostled together in our mind 
the speaker seated himself, and suddenly we experi- 
enced a feeling of gratitude toward him. For no 
one had ever before demonstrated to us so clearly 
that to doubt the benevolence of change is the only 
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Payment of Clerks 


NE of the most noteworthy things about this series of letters on the pay- 

ment of hardware clerks, which we publish again for the sixth consecutive 

week, is that the majority of dealers have expressed the opinion that a 
ctraight salary alone is not enough under present conditions. 


Those who have expressed this opinion seem to agree that rather than to in- 
crease salaries it is more satisfactory and practicable, from the point of view of 
the employer and the employee, to arrange additional compensation in the form 


of a bonus or a commission. 


Dealers believe that a bonus or a commission fur- 


nishes more of an active incentive to a clerk to increase sales which, all things con- 
sidered, is the foundation upon which the business rests. 
mind you will find the following extracts from letters of unusual interest. 


\ 7 E pay our clerks a straight salary 

and because we do not believe that 
it is adequate in every case, we give a 
bonus. We believe that the bonus sys- 
tem should be adopted by all merchants 
and factories. 

Snow Bros. Hardware Co., 
Camden, Ark. 


LTHOUGH we do not believe in the 

bonus plan, and have never tried 

giving commissions on sale, our experi- 

ences have led us to believe that a 

straight salary paid weekly, if it is 

ldrge enough, is the best all around sys- 
tem to follow. 

C. W. Daniels Co., 
Colorado Springs, Colo. 


* a store of our size we have found 
that when commissions are given it 
is often impossible to tell directly who 
a certain sale belongs to. Sometimes 
sales are made by clerks who are sim- 
ply getting the benefit of the work that 
some other clerk has done in arousing 
the customer’s interest. 

Whether a straight salary is enough 
depends altogether on what you pay. 
As far as the bonus is concerned, we 
are inclined to think that it is all right 
when given to heads of departments. 

Mattoon Impl. & Buggy Co., 
Mattoon, Ill. 


E pay a straight salary. We believe, 

however, that it is a good policy to 
give something additional to encourage 
men to work. We have never tried com- 
missions, but feel that we should, al- 
though we think that an annual bonus 
based on the company’s earnings is a 
good way to settle this problem. 

Farmers’ Supply Co., 
Town Creek, Ala. 


\ 'E pay straight salaries, and if they 
are in proportion to the services 
rendered they are enough. We have 
never tried commissions and do not 
think enough of the bonus plan to adopt 
it. Eufaula Hardware Co., 
Eufaula, Ala. 


U NDER present conditions a straight 
salary is not enough and we believe 
that some form of bonus plan may be 
worked out to advantage so as to avoid 
increasing salaries that may later have 
to be reduced. 

Monmouth Hardware & Impl. Co., 

Monmouth, II. 


E pay a straight salary. If a clerk 
won’t work for a fair salary we 
have no use for him or her. We don’t 
want the kind who have to be induced 
to work )y a bait after they, have been 
trained. 
Rigby Hardware & Mercantile Co., 
Rigby, Idaho. 


J ippees bonus system is all right be- 
cause salaries today are not large 
enough to cover all the needs of a man. 
We pay by the month and also give 
commissions. 
Wooley Implement Co., 
Osborne, Kan. 


T HE bonus system works finely with 
some of our boys and brings a lot of 
grief to others. We think that a good 
straight salary should be enough. 
Petersen & Schoening Co., 
Council Bluffs, Iowa. 


A MONTHLY salary such as we give 
‘ isn’t enough and we therefore give 
a bonus which is O. K. 
Imperial Valley Hardware Co., 
Brawley, Cal. 


(To be concluded next week) 


With this thought in 


PAY every Saturday night and be- 
lieve that a straight salary is 
enough. I believe my clerks do their 
best, but still I have never tried giving 
a bonus. 
L. L. Brown, 
Readley, Cal. 


WE do not believe that a bonus sys- 
tem works well in country stores. 
We pay a straight salary and have tried 
out commissions with some success. 
John Hoene, 
Cottonwood, Idaho. 


GOOD salary is enough, but we 
believe that a bonus at the end of 
the year is good and gets results. 
Kelvin Lbr. & Supply Co., 
Winkelman, Ariz. 


WE pay our help a regular salary. 
We believe the bonus plan would 
be good if properly worked out. But 
we don’t think commissions on sales 
would do for us. 
Iona Mercantile Co., 
Idaho Falls, Idaho. 


ECAUSE we do not believe a 
straight salary is enough, and also 
because we do not favor the giving of 
commissions, we pay a yearly bonus, 
which has worked out well for us. 
Dickason-Goodman Lbr. Co., 
Garland, Kan. 


WE pay our clerks a straight salary, 
believe it is enough; have never 
tried giving commissions, but think the 
bonus system is very good. 
Miller Hdw. & Furnace Co., 
Bay City, Ga. 
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Copies of Hardware Age Delivered 
to Subscribers via First Air Mail 


66 RECEIVED the current issue 
I of HARDWARE AGE this morn- 
ing at 9 a. m., by airplane in 
the first of the Post Office’s transcon- 
tinental air mail tests. The envelope 
was stamped in New York, Aug. 21, 
at 10 a. m., and in San Francisco on 
Aug. 22, at 6 p. m. I certainly ap- 
preciate your kindness in sending 
HARDWARE AGE to me.” 

This letter was received from 
Charles Gitsham, hardware retailer, 
of San Francisco, Cal., one of the 
HARDWARE AGE subscribers to re- 
ceive the Aug. 23 issue via airplane 
in the first transcontinental air mail 
service ever attempted. During the 
flight copies of HARDWARE AGE were 
also delivered to subscribers in Chi- 
cago, Omaha, Cheyenne, Salt Lake 
City and Reno. 

From Reno comes the following 
letter: 


“We beg to assure you of our ap- 
preciation of the courtesy extended 
us on the occasion of the first night 
and day through air mail service. 
HARDWARE AGE was in the Reno post 
office at 5 p. m., on Aug. 22, thirty- 
one hours after mailing in New 
York. 

“We understand that only one 
other piece of first-class mail came 
to this city, excepting Government 
mail, which, of course, bore no post- 
age stamps, and we are very proud 
to own this envelope. 

“Yours very truly, 
“Commercial Hardware Co., 
“24 West Commercial Row, 
“Reno, Nevada.” 


Under date of Aug. 22, the Salt 
Lake Hardware Co., Salt Lake City, 
Utah, writes as follows: 

“We received our copy of Harp- 
WARE AGE, delivered at our office at 
4 p.m. We consider this a remark- 
able achievement. 

“We appreciate your thoughtful- 
ness in sending us this copy on first 
trip of the night flying transconti- 
nental air mail and will always prize 
this particular copy of magazine and 
the envelope in which it came. 

“HARDWARE AGE has again demon- 
strated its forward policy. 

“Yours very truly, 
“The Salt Lake Hardware Co., 
“Salt Lake City, Utah.” 


From Cheyenne comes the follow- 
ing: 

“Your HARDWARE AGE, issue of 
Aug. 23, mailed in New York at 10 
a. m., Aug. 21, by air mail, was re- 
ceived at our store at 9 a. m., on 
Aug. 22. 

“Yours- very truly, 
“Wyoming Hardware Co., 
“Cheyenne, Wyo.” 


The Johnson Hardware Co., Oma- 
ha, Neb., which received its copy of 
HARDWARE AGE at 8 a. m., Aug. 22, 
writes as follows: 

“We are pleased to advise that the 
Aug. 23 edition of the HARDWARE 
AGE was delivered on our desk at 8 
a.m. today. This is an achievement 
of which the postal authorities surely 
have reason to be proud. 

“We feel quite gratified that you 
included us among the limited num- 


ber you could put on this particular 
mailing list and we want you to know 
that we appreciate your courtesy as 
well as your splendid magazine. We 
are returning the cover as requested. 
“Yours truly, 
“Johnson Hardware Co., 
“Omaha, Neb.” 


The following was from Chicago: 

“We have your favor of the 20th, 
together with a copy of HARDWARE 
AGE of Aug. 23, sent by the new air 
mail service. We congratulate you 
on being one of the first to use this 
method of distribution. 

“Very truly Yours, 
“Hibbard, Spencer, Bartlett & Co., 
“Chicago, IIl.” 


The success of the transcontinental 
air mail tests has opened up a vista 
of possibilities in mail transporta- 
tion, and its practicability and value 
to the business world was satisfac- 
torily demonstrated. Ours is a pro- 
gressive nation and we are living in 
a progressive age, and yet we must 
continue to experiment and improve 
by gradual development. 

The progressiveness of the postal 
authorities is manifest in the recent 
tests. It is now only a question of 
adequate appropriation by Congress. 
But their continuation is a question 
of adequate appropriation by Con- 
gress. The large and important busi- 
ness interests should bring influence 
to bear on our representatives in 
order that a full realization of the 
great value of the air mail service 
to the business world may be had. 
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that jobbers’ salesmen are just order- 

takers. They state that the jobber’s sales- 
man cannot be depended upon to introduce or 
push new lines. The jobber’s salesman answers 
that he must keep his volume up, and adds that 
if he devotes a whole lot of time to new lines and 
specialties it cuts down his volume and causes 
him a loss in his personal compensation. 


M1 “tsat jobbers" sal frequently complain 


The most frequent question I am asked is the 
best method of training the local jobber’s sales- 
man to introduce specialties and sell new lines. 
In order to get the right start on this subject, we 
must go back to the training of a customer. Re- 
tail merchants do not always know it, but it is a 
fact that salesmen calling on them regularly train 
them to buy in different ways. 


The first thing is to train your customer to buy 
quickly. Some salesmen approach their customers 
in a dilly-dallying manner and so the customer in 
buying dilly-dallies with them and wastes a 
great deal of time. Other salesmen approach 
their customers on a strictly business basis. 
When they come into the store they have a man- 
ner of being busy. They expect to get right 
down to tacks without any delay. Their cus- 
tomers unconsciously work rapidly with these 
salesmen. They do not put them off. They do 
not leave them and sell a 5-cent article. As a 
sales manager I have traveled with many regular 
salesmen and I have often noticed the marked 
difference in how: salesmen have their customers 
trained. Unless a salesman has his customers 
trained to buy rapidly he can never be a great 
success. Do not forget that time in selling is one 
of the most important things of all. 


When a salesman visiting a town where he has 
five or six accounts near together can visit 
every dealer first, shake hands and let each mer- 
chant and his clerks know that he is in town, 
they can get busy preparing their want lists and 


save time for him. Of course in this article I am _ 


taking it for granted that the salesman has an 
established business. I am writing about regu- 
lar salesmen calling on their regular customers. 
Some salesmen overlook the fact that a customer 
does not take it as a compliment to him when he 
finds a salesman has been in town for a day or 
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two, has called on his competitors and leaves him 
for the last. I have seen accounts lost by over- 
looking a customer. If all customers are called 
on promptly, within the first hour, there can be 
no complaint on this score. Besides, the five or 
six customers will then be looking over their 
“shorts” and getting ready to buy. 


The -point of having customers trained to buy 
staple goods quickly is that a salesman will have 
more time to devote to the sale of specialties and 
new goods. One of the most successful hard- 
ware salesmen I ever knew visited small trade, 
but, nevertheless, the volume of his business was 
very large. I studied this man’s methods. In the 
first place, he himself was an exceedingly rapid 
writer. He could take down an order clearly and 
distinctly with almost shorthand speed. His or- 
ders were always very well written up—every 
number and size being properly entered. He 
never copied his orders, taking them down 
straight on his regular order blanks. He told me 
that when occasionally he did not remember a 
number or a size, he put a small dot in the mar- 
gin beside this item. Afterwards before sending 
in the order he looked up these dots, filled in the 
proper description and that was the end of it. 


This salesman would order his meals and then 
while he was waiting would make entries in his 
expense account. He always mailed his weekly 
expense account promptly. At the end of the 
week it was finished. He did not postpone this 
work until the end of the week. In traveling 
from one town to another he took his catalog 
case in his lap and answered his mail, writing on 
the back of the letters from the house. His mail 
was never delayed. 


In other words, this salesman worked rapidly, 
trained his customers to work rapidly and never 
wasted a minute. Whenever it was necessary to 
push any new line of goods his order would al- 
most invariably start with these items. We Car- 
ried about 75,000 items in stock. We wrote week- 
ly and monthly general letters to the salesmen 
giving them information and selling instructions. 
I once asked this man how he managed to re- 
member all of these points and to use them in 
selling goods. He reached to an inside pocket 
and took out a sort of scrap-book of the loose 








September 6, 1923 





HARDWARE AGE 


Traming Customers 


leaf variety. In this book he had pasted clippings 
from all of our general letters. There were also 
illustrations and paste pages of certain new 
zoods. In selling a customer he told me he always 
started with this book, which he facetiously called 
his “tickler.” He said this book reminded him of 
all the things the house had asked him todo. He 
stated that he did not see how any salesman 
could work without one of these ticklers, as it 
was simply impossible when getting into action 
to quickly remember all the items to be covered. 
He said that wherever possible and where the 
nature of the ¢customer’s business would justify 
it, he would turn through his catalog with the 
customer page by page but often customers 
would not give him the time to turn through the 
catalog and then he found his tickler invaluable. 
He also stated that he had trained his customers 
to look forward to a glance through the tickler 
to see what was new since his last trip. 


The entire plan of this unusually successful 
salesman was to arrange his work so he could 
take orders rapidly. I am quite sure that other 
salesmen of average ability, slow writers, could 
not even have written up the orders that this 
salesman took, leaving out all question of the 
time devoted to traveling. 


Hardware houses carry various lines such as 
automobile supplies, electrical supplies, cutlery, 
sporting goods, etc. In this connection the ques- 
tion was often asked how one salesman could be 
expected to have the knowledge, ability and time 
to sell all of these lines and do them justice. 
Naturally a salesman cannot sell all of these lines 
on one trip. It would take too much time. The 
customer would become worn out. Besides, he 
would be afraid he was buying too much. 


The only plan that I have seen work success- 
fully is for the regular salesman on each thirty- 
day trip to make himself a specialty man on one 
line of goods. This of course takes a certain 
amount of preparation. If a salesman, for in- 
Stance, decides to make his sporting goods trip 
in a certain month he must have his samples pre- 
pared in advance. He must make a visit to his 
house just before starting on this sporting goods 
campaign and post himself thoroughly on prices, 
Stock, etc. Then he must advise his customers 


in advance either personally or by letter that the 
next trip will be on sporting goods. In the mean- 
time, if he has his trade well trained, they will 
go over their sporting goods stocks and be ready 
for him when he calls. Then remember this very 
important point—when he calls he will start with 
sporting goods and talk sporting goods as if he 
did not intend to sell the customer any other 
items. Then when the sporting goods order is 
finished he can rapidly take the order from the 
customer’s want-book for the other items. 


The next month he will specialize on cutlery 
with an extra large line of samples. The next 
month he will specialize on automobile supplies 
and so from month to month he will push one 
special line and at the same time take orders for 
regular goods. Naturally the appropriate months 
of the year will be arranged to sell the various 
lines. The advantage of this system is not only 
that the regular salesman is enabled to do special 
work, but as a matter of fact he himself becomes 
very well posted on all of the various lines his 
house carries. 


In doing close, rapid work of this nature a 
salesman should consider the big idea every 
month and forget the little ideas. By this I mean 
that some salesmen lose a lot of time and the best 
character of business by trying to milk a cus- 
tomer too dry after they have sold him the major 
part of the order. In my experience it is a mis- 
take to work a customer too hard, cleaning up 
scattering items after the main order is taken. 
If you have 90 per cent of the possible business 
let it go at that. Let the 10 pet cent follow by 
mail or go to your competitor. Of course if a 
salesman happens to be in a town where he has 
plenty of time and cannot get away, it’s a differ- 
ent matter, because then he does not lose any 
time. I have, however, noticed that some sales- 
men lose a large part of their volume because 
they are too thorough in this drying-up process. 
Besides that, they often make themselves bore- 
some and tiresome to their customers. You can- 
not get it all. Therefore get the most of it and 
try to get to the next man and take the cream 
from the top of his business. 


“THE SALES MANAGER.” 
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Hardware Firm Forms Radto 
Association tn Boston 


r HE basic business policy of the 
LP cnanater & Farquhar Co., 250- 

260 Devonshire Street, Boston, 
Mass., is to arouse the interest of cus- 
tomers and prospects letting the sales 
fall where they may. More remark- 
able than the policy itself are the re- 
sults obtained. 

We have mentioned these results be- 
fore. To them should be added another 
one, namely, the organization by this 
company of a new association known 
as the A. B. C. L. The Association of 
Broadcast Listeners, to quote an ex- 
tract from the articles of association 
has for its membership the owners of 
radio receiver apparatus, generally 
known as “listeners in” who constitute 
the majority of those interested in radio 
and its improvements. 

“Whereas,” declares the articles of 
organization, “the said ‘listeners in’ 
are without proper organization for 
the general promotion of their inter- 
ests, therefore, be it resolved, that the 
said ‘listeners in’ form themselves into 
an association to be known as the 
A. B. C. L. with headquarters in Bos- 
ton, Mass.” 

The headquarters in Boston, Mass., 
is at 260 Devonshire Street in the radio 


room at the Chandler & Farquhar Co. 
store. 

The objects and purposes of the new 
organization as laid down by the foun- 
ders are as follows: 

1. It is organized in the interest 
of those who own and operate radio 
receiving sets for non-commercial pur- 
poses. 

2. To gather and disseminate radio 
knowedge. 

3. To better radio broadcasting and 
reception. 

4. To investigate and recommend to 
its members apparatus that is properly 
constructed and marked with technical 
accuracy. 

The initiation dues are one dollar 
and the annual fee is the same. 

In speaking about the new associ- 
ation from the point of view of the 
Chnadler & Farquhar Co., F. Alex- 
ander Chandler, president of the firm 
says that the organization has for its 
object the undertaking of a work that 
is greatly needed, and that its plan and 
purposes will be broadcasted through- 
out the country so as to make the 
membership national. 

“Several weeks ago,’ Mr. Chandler 
says, “Miss Rachel N. Thompson and 


Mr. A. M. Morgan of our radio depart- 
ment, together with some of our cus- 
tomers undertook the formation of the 
Ae BoB. dss 


“We have loaned our radio rooms 
as a meeting place for this organ- 
ization and they are now pretty well 
set for membership. 

“Of course it is perfectly obvious 
that we are loaning our rooms in order 
to keep in touch with the organization, 
but you doubtless know me well enough 
to know that I will keep the commercial 
aspects in the background. I shall be 
glad if, with our cooperation this 
undertaking may develop into a healthy 
worthwhile organization.” 

The officers and executive committee 
of the A. B. C. L. are as follows: 

Officers: Dwight Bradford Hill, 
president; George W. Bailey, vice- 
president; Eugene Evan George, treas- 
urer; Rachel N. Thompson, secretary. 

Executive Committee: W. G. G. 
Cole, R. P. Elliott, F. A. Ryer, William 
G. Jopson, A. M. Morgan, C. E. Abbott, 
H. A. Marchant, H. F. French, Dwight 
Bradford Hill, G. G. Gillard, R. W. 
Noble, G. W. Bailey, Eugene Evan 
George, W. M. Cusick. 


“Should the Buyer Accept Favors ?” 


UDGING from the following letter it would seem that the article on “Should the Buyer 
Accept Personal Favors from the Seller” in our August 23 issue had started something. 
What do you think? 


“Mr. Llew S. Soule, 
“239 West 39th St., 
“New York City. 


“Dear Sir:— 


“Wellsville, N. Y., Aug. 28, 1923. 


“Referring to your article in the issue of August 23 concerning personal favors—It is 
our opinion that laying aside what seems to be a rejection of courtesy so many times, a 
buyer cannot afford to accept continued and expensive entertainment or gratuities from the 
seller, which certainly place him under moral obligation to the one who gives them. Very 
often in the most kindly of spirits and with the best intent, attendants at conventions are 
obliged to refuse these courtesies offered because it places them under this obligation. Ad- 
mitted that some attend the convention for what they can get out of them in this line, still 
I do not think that it is a first class thing for a man to do. No one more than myself appre- 
ciates the courtesies and kindnesses shown by the traveling men and salesmen—at the same 
time there should be a limit to the extent of the same. 

“And again, the last clause of your letter is one of importance. 


“Yours respectfully, 


“WM. J. HOYT, 


“Hoyt Hardware Co.” 
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its accessories and sports department together 


Turning Auto Accessories 


-T has been truthfully said that a 
mediocre man is blind to the op- 
portunities which are every- 

where about him; the able man sees 
them and uses them to better his lot 
in life, while the genius makes his 
opportunities. We cannot all be 
geniuses, it is true, but we can at 
least strive to make the most of the 
opportunities around us which liter- 
ally court attention. Success in the 
hardware business, as in all busi- 
nesses, is directly proportionate to 
the ability of the dealer to visua‘tize 
his markets, as potentialities and as 
realities. 

A short while ago a man went into 


a retail hardware store in New York - 


State in order to get a small auto ac- 
cessory. The hardware store was a 
small, non-progressive one, such as 
may be found only too frequently in 
some sections. There were none of 
the desired items in stock, and the 
proprietor, in stating this fact, re- 


marked that it was the first request 
of the kind he had ever received. 
Drawing the proprietor to the door 
of the store, which was situated on 
an important interstate highway, the 
prospective customer pointed to the 
endless flow of automobiles, remark- 
ing. 

“Have you any idea of the number 
of cars that pass your door each 
day?” “Why, yes,” replied the hard- 
ware man. “One afternoon when 
busiress was slight I amused my- 
self by counting the number of cars 
that passed in an hour. There were 
980.” 


Deaf to Opportunity 


Here was opportunity knocking at 
the door of a deaf man. An average 
of 980 cars passing the door of a 
hardware store, located on an im- 
portant interstate highway, and the 
store not carrying automobile acces- 
sories. Had the proprietor of that 
store received requests daily for 


Into Sportsmen’s Essentials 


automobile accessories, the idea of 
installing a line of automobile acces- 
sories would, without a doubt, have 
occurred to him, for he, like too many 
other so-called business men, gaged 
his market entirely by the number 
of requests received for some par- 
ticular class of merchandise, instead 
of by the number of potential buy- 
ers. This particular store received 
few requests for automobile supp ies 
because its window and genera! ap- 
pearance had nothing whatever to 
say to the motorist in need of some- 
thing to improve the efficiency or 
luxury of his car. The motorists in 
this retailer’s own town, and on whom 
he drew a large proportion of his 
steady business knew, of course, that 
he did not carry accessories and, nat- 
urally, when they needed some of 
this nature they bought it elsewhere. 

There was a time, not so far back, 
when the automobile was almost ex- 


clusively a summer luxury, but this 


mint siconsesegusnsaneneseneoreneuesseuenaneseancuacenennssenecet 


UTUMN is one of the best auto touring seasons of the year and holds unlim- 


‘ ited possibilities for the sale of auto accessories. 


Incidentally it may be 


remarked that the modern sportsman trequently takes himself to the hunting 


grounds via motor car. 
the motorized hunter? 


Try it out. 


Why not make a drive on auto accessories directed at 
It’s a good idea and one worth trying. 





78 


is no longer true. Today almost as 
many automobile accessories are sold 
during the course of the fall and win- 
ter as during the summer. The next 
few months, when the motorist is be- 
ginning to put his car in shape for 
winter service, is an excellent time 
to inaugurate a drive for his busi- 
ness. There are numerous articles, 
calculated to increase the comfort of 
the car occupants during the more- 
or-less uncertain weather of the fall 
and winter. 

The next few weeks will also mark 
the opening of the hunting season, 
and many hardware stores handling 
automobile accessories are in a par- 
ticularly favorable position to profit 
by this fact. Hunters nowadays are 
using the automobile more and more 
as a means of quickly getting to their 
hunting grounds. Indeed, hunting 
from automobiles has attained such 
proportions that steps have been 
taken to eliminate the shooting of 
game from roadways because of the 
serious destruction which has been 
done by automobilists. There are no 
laws, however, which prohibit hunt- 
ers using the automobile as an ex- 


Addition to Millers Falls Line 


For carpenters and others whose work 
requires the use of expansive bits and 
other bits with large shanks, a ratchet 
brace having a chuck of special de- 
sign, extra strong and heavily knurled, 
has been placed on the market by the 
Millers Falls Co., Millers Falls, Mass. 
The jaws are of the interlocking type, 
are forged from steel and spring tem- 
pered. The brace has a cocobola head 
and handles, the exposed metal parts 
are polished and nickle plated. The 
ratchet is boxed, the head ball bearing 
full steel clad, while the handle has 
inserted metal rings. The braces are 
made in five sizes, 14-in., 12-in., 10-in., 
8-in. and 6-in. sweep, the weights rang- 


ing from 8% lb. each down to 5% Ib 

To facilitate the retail sale of its 
hack saws, this company has designed a 
hack saw display known as No. 1000, 
which is light enough to stand on any 
counter and attractive. It stands 21% 
in. high, is 17 in. wide and 1% in. deep, 
made of metal, with a hinged back, the 
whole weighing 6 lb. The display’s 
selling value is further enhanced by 
one of the company’s No. 1027 pistol 
grip hack saw frame displays with the 
saws. The stand is furnished free with 
an order for three gross hack saws of 
the following sizes: % gross 8 in.; 2 
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tremely effective means of reaching 
their destinations. These cars must 
be in pretty good shape to success- 
fully negotiate the roads which are 
found in the outlying stretches of 
country in which game is to be 
found, and they afford opportunities 
for the sales of innumerable acces- 
sories calculated to put them in sat- 
isfactory shape. 


Complete Stocks Essential 


The motorist, as a rule, likes to 
look to one store for everything he 
needs in the way of automobile ac- 
cessories. He likes the service he re- 
ceives, the courtesy, etc., and when 
he knows he can always get what 
he wants he will frequently go out of 
his way in order to patronize that 
one store. Experience has shown 
that in order for a store to success- 
fully hold the motorist’s trade, stocks 
must be varied and complete. It 
stands to reason that if the merchan- 
dise isn’t on the shelves it can’t be 
sold. 

In the sale of automobile acces- 
sories as in everything else, sales- 
manship plays an important part. In 


gross 10 in.; % gross 12 in., and four 
only of No. 1027 frames. 

A hand drill, designed and built espe- 
cially for radio fans, which takes all 
drills used in radio work, handsomely 


Blades and Frames 
“Made for each Other” 


fi ne en 
4 


finished and made to sell at a very 
moderate price, has recently been placed 
on the market by this company. The 
chuck has three jaws, the springs are 
protected, and the capacity is 0 — % in. 
round shank drills. The tool has a 
single speed, ball thrust bearing, cut 
gears and steel pinion, with a solid 


main handle of stained hardwood. It is 
12% in. long and weighs 1% lb., has a 
malleable iron frame enameled black, 
while the large gear is enameled red. 
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selling accessories, it is important 
that the salesman thoroughly un- 
derstands his various items, the way 
in which they are manufactured, etc., 
and the characteristics which distin- 
guish them from other makes. Un- 
less he has this information he can- 
not hope to approach prospective cus- 
tomers to the best possible ad- 
vantage. 

Motorists are naturally fond of the 
out-of-doors, and enjoy camping, pic- 
nicking, sporting, etc., and for this 
reason are excellent prospects for the 
other lines of merchandise carried. 
A motorist, for example, coming into 
a store for some particular item of 
which he is in need, will frequently 
buy liberally of other stuff that hap- 
pens to strike his fancy. 

The illustration accompanying this 
article shows a window display in 
the store of the Eaton Chase Co., 
Norwich, Conn. This company does 
an excellent business in this class of 
merchandise, and it will be noticed 
that sporting goods, such as guns, 
etc., have very successfully been 
linked up with the accessory counter. 


Manhattan Loud Speaker Re- 
quires No Batteries 


The loud speaker “with the concert 
modulator” is the description siven to 
the new Manhattan Loud Speakers, 
imade by the Manhattan Electrical Sup- 
ply Co., Inc., New York, Chicago, St. 
Louis and San Francisco. By means of 
this concert modulator the instrument 
can be accommodated to all conditions 
and to every circuit, tube or battery 
with which it may be operated. No 
batteries are required for its use. The 
diaphragm is positively locked in the 
extra heavy lead-compound reproducing 
unit, precluding all vibration except in 
the diaphragm itself. The instrument 


stands 25 in. high, the bell of the wood 
fiber horn 10 in. in diameter. It 1s 
finished in sparkling crystalline var- 
nish of a rich mahogany color. e 
tone is not pitched so high as to. 
thin, nor so low as to lose definition, 
but is full, musical and not metallic In 
timbre. 
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Price Maintenance Legislation Becoming 
Impressive Issue 


New England Aroused with Accession of Coolidge to 
Presidency—Massachusetts and Connecticut 


(WASHINGTON, D. C., Sept. 3, 1923) 


HE lively interest of business 
[Tine in the price maintenance 

issue and especially as to the 
Congressional program for the consid- 
eration of the pending bills is being 
manifested in the numerous inquiries 
now being received here by Senators 
and Congressmen who have _ been 
brought to Washington by the acces- 
sion of President Coolidge to the White 
House. It is many a year since the 
Washington hotels housed so many of 
our Federal legislators during a Con- 
gressional recess, and the crowd would 
be larger but for the fact that more 
than a hundred Senators and Repre- 
sentatives left the United States for 
Europe and other foreign countries be- 
fore President Harding’s death. 

The price maintenance question has 
many ramifications, and one of the 
inost interesting leads directly to the 
White House under the new administra- 
tion. New England has long mani- 
fested deep concern regarding the pro- 
tection of identified merchandise, for 
in no other part of the country is so 
large a percentage of local products 
covered by trademarks. 


Always Trademarked Their Goods 


The thrifty sons of New England for 
many generations have put their trade- 
marks on the goods they have manu- 
factured and have sought by all law- 
ful means to protect the jobbers and 
retailers handling them. This is espe- 
cially true of metal wares in the pro- 
duction of which the manufacturers of 
Connecticut, Massachusetts and Rhode 
Island excel, the names of many of 
these items being household words 
throughout the country. 

New England producers are espe- 
cially interested in the Congressional 
Situation because of the fact that Rep- 
resentative Winslow, chairman of the 
House Committee on Interstate and 
Foreign Commerce, which has jurisdic- 
tion of the Kelly-Stevens and Merritt 
bills, is a Massachusetts man and him- 
self a manufacturer of well known 
trademarked specialties. Mr. Wins- 
low’s broad knowledge of commercial 
ethics and his sympathy with the 
manufacturer who endeavors to protect 
his distribution channels are far from 
academic; he is an intensely practical 
man whose equipment for his present 


Representatives in Lead 


By W. L. Crounse 


job has been gained in the hard school 
of real business. 

It is also an interesting coincidence 
that one of the pending price mainte- 
nance bills was introduced in the House 
by Representative Schuyler Merritt 
who hails from Stamford, Conn., and 
who since 1877 has been interested in 
manufacturing in the Nutmeg State. 
Mr. Merritt has seen many practical 
examples of the vice of the present 
system under which quality is sacri- 
ficed because the laws of the country 
will not permit manufacturers to enter 
into contracts with their distributors 
to maintain reasonable prices. 


Sharp Contest Expected 


Based upon the best information to 
be obtained regarding the Congression- 
al outlook there is every reason to be- 
lieve that the hearings on the price 


. maintenance measures, which are to 


begin soon after Congress convenes, 
will be both spirited and sharply con- 
tested. Chairman Winslow is deter- 
mined that all the facts should be 
brought out and there is no possibility 
that the hearings will be curtailed for 
lack of time or that any faction will 
be allowed to cloud the issue or pre- 
vent a nay and yea vote on such bill 
as the House Committee may finally 
decide to report. 

There is no basis whatever for the 
rumor that the House Committee will 
decide not to hold hearings but to con- 
sider the bil) on the basis of the hear- 
ings held several years ago when the 
original Stevens bill was under con- 
sideration. Too much water has gone 
over the dam to permit of such a pro- 
cedure. 

The price maintenance issue was a 
comparatively new proposition when 
the original Stevens bill was intro- 
duced and such imovortant cases as 
those of Coleate. Schrader, Beechnut 
and others had not been ruled upon by 
the United States Suvreme Court. Too 
much history has been made on this 
subject durine the past ten years to 
permit the consideration of the im- 
portant nending legislation on the basis 
of a volume of statements most of 
which are more or less obsolete in the 
light of recent experience. 

Great interest is felt here in the 
enestion as to whether the Federal 
Trade Commission will be represented 


at the hearings either officially or un- 
officially. It is the best opinion that 
the committee will invite the Commis- 
sion to appear; in any event the advo- 
cates of price maintenance will desire 
to hear from Commissioner Nelson B. 
Gaskill, whose advocacy of price pro- 
tection legislation and whose profound 
study of the economic side of the sub- 
ject give to his views the greatest pos- 
sible importance. 

Mr. Gaskill is likely to be invited to 
address himself especially to the neces- 
sity of legislation to meet conditions 
that have arisen as the result of the 
Supreme Court’s decisions, notably in 
the Beechnut case. It is possible in 
this connection to present briefly Mr. 
Gaskill’s views on this phase of the 
subject as formulated by him a few 
weeks ago in an address before a 
gathering of business men interested in 
this important issue. 

In the course of a very exhaustive 
discussion of the whole price mainte- 
nance question Mr. Gaskill emphasized 
the fact that manufacturers today are 
in a far worse position than they were 
before the agitation for legislation be- 
gan. This is largely because of the 
fact that while the highest court in 
the land has affirmed the right of the 
producer to choose his own customers 
and to “refuse to sell for any reason 
or for no reason,” it has in the same 
breath warned him that if he avails 
himself of any practical method of ob- 
serving his distributors’ practices with 
respect to price maintenance-he renders 
himself liable to penalties for seeking 
to restrain trade. Mr. Gaskill said in 
part: 

Present Status Illogical 


“It is a simple matter to project the 
imagination forward to a state of facts 
upon which it is so difficult to apply 
the formula of the Beech-Nut decision 
that the illogical nature of the present 
status must be apparent. If in the 
Beech-Nut case the understanding was 
seen to exist because of the fullness 
of explanation made by the manufac- 
turer of his policy, and a frank state- 
ment as to the cooperation in the 
policy which was expected, let us sup- 
pose that the manufacturer eliminates 
all explanation and.merely suggests a 
resale price to the consumer. 


(Continued on page 104) 
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CURRENT NEWS | 





Wickwire Spencer and Amer. Wire Fabric’s 


Inaugurate New Sales Policy | 


SINGLE SALES FORCE 
New System of Single Selling 
Organization to Afford 

Improved Service 


An important change in the selling | 


| for domestic purposes. 


years president and general manager 


of the Kelvinator Corp., and who is | 
considered a pioneer in the develop- | 


ment of electrical iceless refrigeration 
Mr. Copeland, 
it is said, has surrounded himself with 


'a strong force for the production and 


distribution of the new appliance. 


arrangements of the Wickwire Spencer | 


Steel Corp. and its subsidiary, the 
American Wire Fabrics Corp., was in- 
augurated Sept. 1. The products of the 
American Wire Fabrics Corporation and 


the hardware products of the Wickwire | 
| at the plant of the Coffield Washer Co., | 
The first class opened | 


Spencer Steel Corp., such as wire cloth, 
poultry netting, clothes lines, miscel- 
laneous nails and brads, etc., are now 
being sold in certain sections of the 
country through one selling organiza- 
tion being operated under the direction 
of the American Wire Fabrics Corp. 
Separate sales representatives are, how- 
ever, being continued on the Pacific 
Coast and in a few States immediately 
east. 

The general selling offices of the com- 
bined companies are located at 41 East 
Forty-second Street, New York City, 
under the direction of John A. Denholm, 
general sales manager. The western 
sales offices are at 208 South Ia Salle 
Street, Chicago, under the direction of 
L. G. McDonald, western sales man- 
ager. In addition, offices operating un- 
der the new plan are located at Worces- 
ter, Mass.; Buffalo, N. Y.; Cleveland, 
Ohio; Philadelphia, Pa.; Jacksonville, 
Fla., and New Orleans, La. 

The new sales policy, which has been 


inaugurated with a view of affording | 


better service to the jobbing trade 
through closer contact with the whole- 
salers, is in charge of President C. K. 
Anderson, John A. Denholm and L. G. 
McDonald. Coincident with the launch- 
ing of the new plan, the company’s ac- 
counting department has been moved to 
New York, but the main office will re- 
main in Chicago, as heretofore. 

The Wickwire Spencer Steel Corpora- 
tion acquired the capital stock of the 
American Wire :Fabrics Corp. in Sep- 
tember, 1922. During the past year 
each company has sold and invoiced its 
own products separately, although in 
certain territories both companies have 
been represented by the same sales 
force. Under the new plan the person- 
nel of the combined sales force of the 
two companies will, in most cases, be 
the same as formerly. 


Copeland Products, Inc., 


Now in Production 


organized Copeland 
Products, Inc., Flint, Mich., which 
recently completed its manufacturing 
organization, has made the first de- 
liveries of its new Copeland Iceless 
Refrigeration System for home use. 
The organization is headed by E. J. 
Copeland, who was for a number of 


The recently 


| Coffield Washer Co. 
| Opens Sales School 


A sales school has been established 


| Soeeee, Ohio. 
| Aug. 20 under the direction of H. J. 
|Forshay. Thirty salesmen were in at- 
| tendance. 
|last one week, during which time ad- 
| dresses will be made by J. L. Coffield, 
|C. A. Rex and Eugene Canton. 


Co. 


American Chemical Paint 
Building New Factory 


Work is progressing rapidly on the 
new factory of the American Chemical 
Paint Co. at Ambler, Pa. The new 
building, designed especially for the 
manufacture of the company’s A 
rust-removing and preventing chemi- 
cals, will be occupied about the first of 
November of this year. 


Stanley Works Presents Watch 
to A. C. MeKinnie 


In recognition of his long service 
with The Stanley Works, manufacturer 
of wrought hardware and tools, New 
Britain, Conn., Sales Manager A. C. Mc- 
Kinnie was recently presented with a 
gold watch by President C. F. Bennett. 
Mr. McKinnie entered the employ of 
the company twenty-five years ago and 
is widély known in hardware circles. 


Columbian Hardware Co. 
Making Asiatic Connections 


William J. Lunn recently left for a 
one year trip to make Asiatic connec- 
tions for-the distribution of products 
made by the Columbian Hardware Co., 
Cleveland. Mr. Lunn will visit Japan, 
China, Dutch East Indies and the Phil- 
ippine Islands. 





| 
| 


Elects Officers 


| Hardware Association, held in Lima, 
| Ohio, U. G. Waltz, Waltz & Berryhill, 
Lima, was elected president. Claire 


Brooks, Van Wert, is secretary-treas- | 
urer. This group is composed of dealers | 
| located in Allen, Auglaize, Hardin, Han- | 


cock, Mercer, Van Wert and Putnam 


counties. 


The session is planned to | 





Group 1 of Ohio Association | 
| the 
| guests of the City of Denver during 


At a recent meeting of Group 1, Ohio | 


Elgin Stove & Oven Company 
in New Building 


The Elgin Stove & Oven Co., Elgin, 
Ili., is now located in its new factory 
building, which is 200 ft. long and 130 
fit. wide. The entire building contains 
about 40,000 sq. ft. of floor space. Part 
of the building is two stories high and 
the remainder, three stories. The con- 
struction is steel, brick and concrete, 
including all-steel sashes. 

The Elgin Stove & Oven Co. was or- 
ganized about twenty years ago, and 
curing its existence has outgrown one 
plant after another. The firm manufac- 
tures a very large line of portable 
ovens, including twenty models put out 
under the Elgin trademark. 

Fred D. Dieterich is president and 
treasurer and Herbert N. Dieterich vice- 
president and _ secretary, and _ they, 
together with Frank W. Shepherd, gen- 
eral counsel, compose the board of 
directors. , 

The eastern distributors are Beh & 
Co., 1140 Broadway, New York City; 
F. W. Cunningham, 244 Tenth venue, 
South, Minneapolis, Minn.; Bradley- 
Sinz & Co., 916 Chemical Building, St. 
Louis, Mo. 


E. J. Moch Heads Marshall 
Paint Co. 


The Marshall Paint Co., Cincinnati, 
Ohio, has been reorganized following 
the recent change in_ stockholders. 
Edgar J. Moch is now president; 
William H. Hambaugh, vice-president 
and treasurer, and C. R. Hambaugh, 
secretary. The company, it is said, is 
contemplating some important improve- 
ments and extensions. 


Paraffine Companies, Inc., 
Purchases Oregon Plant 


The Paraffine Companies, Inc., San 
Francisco, Cal., have recently expanded 
their northwestern interests by pur- 
chasing the plant of the Durable Roof- 
ing Co., Portland, Ore. In addition to 
the Californian interests, the Paraffine 
Companies have for years owned their 
own wood pulp, wall board and fiber 
box plants in Washington, and are 
now well equipped in the Northwest 
for roofing demands. 


Denver Plays Host to 
Rocky Mountain Dealers 


Retail merchants from all parts of 
Rocky Mountain region were 


the Fifth Annual Market Week and 
Merchants’ Festival, held recently 
under the auspices of the Jobbers 
Bureau and the Manufacturers’ Bu- 
reau of the Denver Civic and Commer- 
cial Association. In addition to a pro 
gram of entertainment, short construc- 
tive addresses on business subjects were 
delivered at the various sessions. 
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OF THE TRADE 


HU coUOUAUED ES UOONUNN NG AAMEED CUED ELEL ENN ono LUMEN SNMP NEED ARETE 


New Officers of Van Camp 
Hardware & Iron Co. 


- oe 


Van Camp President— 
Other Important Ap- 
pointments 


The directors’ meeting of the Van 
Camp Hardware & Iron Co., Indianap- 
olis, Ind., held Aug, 17, for the purpose 
of filling the vacancies in the executive 
positions caused by the recent deaths of 
Cortland Van Camp, the founder, and | 


| consolidation of offices. 


C. B. Crets, vice-president and gen- 
eral sales manager, is a former success- 
ful traveling salesman for the company. 
He joined with the Van Camp forces in 
1901 and represented the firm on the 
road until 1919, when he accepted a po- 
sition in the sales department, of which 
he is now in charge. The territory cov- 
ered previously to the advent of Mr. 
Crets has been greatly enlarged and 
new territory is gradually being taken 
over under his able management. 


Williams & Co. 
Offices to Buffalo 


The removal of some of the execu- 
tive offices of J. H. Williams & Co., drop 
forgings, Brooklyn, N. Y., to Buffalo, 
N. Y., is said to be under way. The 
company, it is said, has not yet de- 
finitely decided to what extent the 
establishment in Brooklyn is to be 
transferred to Buffalo. 

The company has been operating a 
plant at Buffalo for years and the move 
now under way is in the direction of 
There are also 


» wm Move 


| plants at Chicago and St. Catharines, 
| Ontario, Canada. 


R. P. Van Camp 


his son, Samuel G., a_ vice-president, | 
elected the following officers: 

At a directors’ meeting, held Aug. 17, 
the following new officers were elected: 
R. P. Van Camp, president; E. Van 
Camp Martindale, vice-president; C. J. 
Prentiss, vice-president; G. B. Crets, 
vice-president; A. B. Caldwell, secre- 
tary and treasurer; G. E. Varney, as- 
sistant secretary and treasurer. 

R. P. Van Camp, who succeeds his 
father as president, was born and raised 
in Indianapolis. Upon completion of his 
education he became associated with 
the Van Camp Hardware Co., working 
through the various departments to fa- 
miliarize himself with the conduct of | 
the organization, after which he became 
a special.traveling salesman for the 
company, then assistant treasurer, later 
vice-president and, upon the death of 
his father, the president. 

C. J. Prentiss, vice-president, is well 
known in the trade, as he is now round- 
ing out his forty-second year in the 
hardware business. His experience is 
from the ground up, from stock clerk 
to his present position. For fourteen 
years he was connected with the Bel- 
knap Hardware & Mfg. Co. of Louis- 
ville as salesman, afterward as buyer; 
then for ten years following with the 
Simmons Hardware Co. of St. Louis as 

uyer and supervising the manufacture 
of “Keen Kutter” tools and cutlery. For 
the past nine years Mr. Prentiss has 
been with the Van Camp company in 
charge of their buying department. 


Seeks South American 
Representation 


Business connection with American 
hardware manufacturers interested in 
the South American markets are sought 
by H. C. Aulet, American manufactur- 
ers’ representative, Casilla de Correo 
1674, Buenos Aires, Argentina, South 
America. . 


Southern Representatives of 
Columbian Hardware Co. 


H. F. Seymour, president Columbian 
Hardware Co., Cleveland, Ohio, an- 
nounces that Walter V. Leland, New 
Orleans, La., and H. P. Shupp, Mexico 
City, Mex., will hereafter be exclusive 
representatives of the Columbian Hard- 
ware Co. 

Mr. Leland will cover Texas, Louisi- 
ana and Mississippi. Mr. Shupp will 
handle Mexican accounts. 
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Some of those who attended the 


| Evansville 


picnic 


Wapak Hollow Ware Co. Adds 
to Sales Force 


The Wapak Hollow Ware Co., manu 
facturer of cast iron cooking utensils, 
Wapakoneta, Ohio, has recently ap- 
pointed Dan W. Morris, 407 Union 
League Building, Los Angeles, sales 
representative for the State of Cali- 
fornia. 

Another recent addition to the sales 
organization is William C. Hoffman, 386 
Jackson Street, St. Paul, who will rep- 
resent the company in the cities of Du- 
luth, Minneapolis and St. Paul. In the 
Southern States, the company will be 
represented by W. L. & F. H. Wente, 
3135 Epworth Avenue, Cincinnati. In 
the New England territory outside of 
Boston the company’s line will be rep- 
resented by Joseph L. Lewis, 28 Seaver 
Street, Roxbury, Mass. The resident 
agent in Philadelphia is O. G. Bennett, 
621 Ranstead Street, and the represen- 
tative for western Pennsylvania is 
Charles G. Pyle Co., 19 Eighth Street, 
Pittsburgh. Arthur T. Otis, 111 Sum- 
mer Street, Boston, still represents the 
company iz: that city, and Cox & Co., 
120 Fifth Avenue, New York, in New 
York territory. 

The company’s Baltimore office was 
recently removed from West Camden 
Street to 122 Hopkins Place, and is in 
charge of D. J. Kaufmann. 


Finger Lakes Razor Incorporated 


The Finger Lakes Razor & Cutlery 
Co., Inc., Geneva, N. Y., was recently 
incorporated in the State of New York, 
for the purpose of carrying on a busi- 
ness in cutlery. The directors are Frank 
Frolich, Max Krug and Robert Jen- 
sen, all of Geneva, N. Y. 


Evansville Employees Hold 
Picnic 

An old-fashioned barbecue was the 
feature of the employees’ picnic of the 
Tool Works, manufacture: 
of forged tools, Evansville, Ind. In ad- 
dition to the barbecue, there were the 
usual games, such as baseball, tug-of- 
war, races, etc. 
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France Recovering; 
Germany Ruined 


W. E. Cross Returns From Europe 
With New Impressions 


That the deflation of the mark is 


bringing about an orgy of spending in | 
Germany, was the opinion expressed by | 
William E. Cross, treasurer of Clemson | 
Bros., Inc., Middletown, N. Y., upon | 


his recent return from Europe. 


“Germany,” says Mr. Cross, “seems | 


to be apart from the world and the 


brought on by the rapid decline of the 
mark. 


“The situation produced is a peculiar | 


one. Everyone, realizing that the mark 
will certainly not be worth as much 
tomorrow as it is today, so fast does 
the deflation take place, thinks only of 


one thing, spending wages as fast as| 


they are earned. Consequently, there 


is an orgy of spending the like of which | frm was organized about ten months 


Europe never before in its history ex- | 


perienced. 
“T would venture to say that there 


are more people on the streets of the | 
larger cities of Germany each morning | 


at 2 o’clock than there are on Bruad- 
way at any time.” 

Mr. Cross said that the progress 
made in war-torn France was in dis- 
tinct contrast with the France he saw 
two years ago. 
gram has been worked out success- 
fully with the result that where there 
were no towns on the previous visit 
today rows of neat brick residences 
with red tile roofs have sprung up. If 
anything, there is 
awakening of a new France. 

Belgium, which suffered so heavily 
in the conflict, while valiantly strug- 
gling to gain its equilibrium, he said, 
is not doing so well as is France, and 
the people do not look quite so pros- 
perous, although evidences of recon- 
struction may be seen everywhere. 


to Learn 


Value of Radio 


Farmers Practical 


cently inaugurated by the 
Radio Chamber of Commerce, assisted 
by manufacturers and distributors of 
radio, 

The National Radio Chamber of 
Commerce, it is said, has first-hand in- 
formation in the form of letters and 
telegrams from hundreds of farmers’ 
organizations in New York, New Jer- 
sey, Pennsylvania, Ohio and _ other 


States, and from the national organiza- | 


tions, which indicate that the leaders 
among the farmers are keenly inter- 
ested in radio as a practical utility. 


Ohio Retailers to Make Survey 
of Taxation 


The Ohio Council of Retail Merchants | 


is now conducting a thorough survey of 
Ohio laws on taxation. Prof. a. 


Waldradt, Ohio State University, ‘will | 


have charge of this investigation, giv- 
ing special attention to taxes which are 





| an 
German people do not know themselves. | 4 
They look shabby and poor, a condition | 


| completed in the fall of 1924. 


The reconstruction pro- | 


an unmistakable | 
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said to have seriously penalized the re- 


| tail industry. The council is a coopera- 


tive organization of five leading State 
retail associations, one of them being 
the Ohio Hardware Association. 

George V. Sheridan, executive direc- 
tor, declares that a recent survey shows 
that under the present taxation system 
Ohio retailers have borne a dispropor- 
tionate share of the cost of govern- 
ment. 

“Through this survey we do not seek 
advantage over any other groups,” said 
Mr. Sheridan. “We are demanding jus- 
tice for all and a fair distribution of 
burdens. We will fight steadily against 
movement to saddle retail mer- 
chants with unfair tax burdens.” 

It is thought that the survey will be 


Hudson-Ross Handling Radio 


Hudson-Ross, 123 West 
Street, Chicago, IIl., manufacturer’s 
representative, has started a jobbing 
business in radio and supplies. The 


ago and at present is using twelve 
salesmen and considerable floor space 
for warehousing of radio lines, which 
are handled on the regular jobbing 
basis. Several well-known makes are 
catalogued, together with radio tools 


| and equipment. 


| Paint and Varnish Exports Show | 


Increase 


The Bureau of Foreign and Domestic 
Commerce has reported that the exports 
of paints and varnishes for the first half 
of 1923 show a nice increase over the 
same period last year. Enamels _ in- 
creased from $159,017 to $320,339; 
ready mixed paints from $1,230,937 to 
$2,045,073; other paints from $806,610 
to $1,093,357; oil varnishes from $301,- 
028 to $520,308, and other varnishes 
from $302,841 to $307,259. 


Ohio Dealers Hold Picnic 


Group 1, Ohio Hardware Association, 


| held its annual picnic Aug. 23, 1923, at 

A campaign for the purpose of edu- | 
cating farmers in the practical, every- | 
day value of radio on the farm was re- | 
National | 


Riverside Park, Findlay, Ohio. More 
than 250 dealers and guests were pres- 
ent, coming from all parts of northwest- 
ern Ohio. 

Findlay dealers beat Lima dealers in 
the feature ball game. Various outing 
contests were conducted and a basket 
dinner served in the evening. Short 
after-dinner talks were made by George 
Pfarr, president, and James B. Carson, 


secretary, Ohio Hardware Association. | 


Jordan Hardware Co. Increases 
Capital Stock 


A certificate of increase in the capi- 


tal stock, including a stock dividend of | 


$75,000, and a further increase of $21,- 
000, has been filed with State authori- 
ties by the Jordan Hardware Co., Inc., 
Windham, Conn. With the new stock, 


| the capitalization outstanding is $150,- | 


000. The certificate is signed by Fred D. 
Jordan and William P. Jordan, a major- 
ity of the directors. 


Madison | 


September 6, 1923 


Obituary - 


Charles P. Russell 


Charles P. Russell, a pioneer in the 
tap and die industry, and until his re- 
tirement from business in 1912 presi- 
dent Wiley & Russell Co., Greenfield, 
Mass., died at his home in that city, 
Aug. 27, at the age of eighty-three 
years. Mr. Russell was the inventor 
of the screw plate method of making 
taps and dies. He was born in Cam- 
bria, N. H., April 28, 1840, and as a 
boy lived in Washington and New York 
City, being educated in New York 
| schools. Leaving school, he secured a po- 
sition in the John Russell Co. store, New 
| York, and at the age of thirty-one went 
to Greenfield to become associated with 
Solon Wiley. 





Masback Issues Price 
Service to Trade 


The Masback Hardware Co., Inc., 82 
Warren Street, New York City, started 
Sept. 1 to issue a dealers’ price in the 
metropolitan territory, which wil! be 
sold to dealers requesting it for two dol- 
lars a month. The service will be is- 
sued on price sheets and dealers will re- 
ceive a loose leaf binder for keeping the 
sheets together. 





Ohio Dealer Moves 


| The Jamison Hardware & Electrical 
| Co., Cleveland Heights, Ohio, has moved 
from 2789 Euclid Boulevard to 1847-49 
| Coventry Road. This move gives the 
| firm twice the floor space and four 
| good-sized windows for display. Thomas 
B. Jamison is proprietor. 


Shapleigh Hardware Co. Issues 
New Catalogs 


A number of new features are incor- 
porated in the new General Hardware 
Catalog No. 300, recently issued by The 
Shapleigh Hardware Co., international 
distributors, St. Louis, Mo. The com- 
pany’s entire line is described in the 
new catalog, the various items being 
concisely described and accompanied by 
illustrations. =x 

A new feature is a comprehensive in- 
dex and cross-index, printed on green 
| paper and put in the center of the book. 
Its distinctive color permits of its being 
turned to instantly. 

The approximate price system has 
also been used in this new book and 
will be found useful, enabling mer- 
chants to quote a price at once on any 
| item. ; 

There are fifty-eight colored pages In 

the book. 

The company has also recently issued 
| a special catalog, known as Catalog No. 
| 303, devoted especially to builders 
| hardware. 

The pages are the size of the com- 
pany’s big general catalog, the matter 
being largely extracted from that book, 
| excellently printed and thoroughly il- 
| lustrated. There are a number of pages 
| devoted to matters of special interest to 
builders and contractors, ideas useful in 
| making estimates. Weighing only 20 

ounces, though having standard size 
| pages, it is convenient to handle. 
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News Notes from 


At a recent re-organization meeting 
of the I. T. S. Rubber Heel Co., Elyria, 
Ohio, the directors elected the follow- 
ing as officers: J. G. Tufford, presi- 
dent; A. G. Smith, vice-president; 
George H. Lewis, secretary, and Carl 
Ingwer, treasurer. 


Willis Pettitt of Pettitt Bros. Hard- 
ware Co., Akron, Ohio, was elected 
president of the Retail Hardware Club 
of the Akron Merchant Association, 
at a recent meeting, R. G. Marsh was 





elected vice-president and Jack Moore, 
secretary. 


The Save the Surface Salesmen Club, | 
Cleveland, held it’s first annual outing | 
August 8 at Dover Inn, Elyria, Ohio. | 
The club now has more than fifty mem- | 
bers and the outing was well attended 
by members and guests. The purpose | 
of the club is to work closely with | 
hardware and paint dealers, master 
painters and other interested in the | 
distribution and application of paints | 
and kindred lines. 

Officers of the club are E. H. Kluth, 
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the Middle West 


| 
the Upco Co., president; T. F. Coffey, | 
the Boston Varnish Co., vice-president; | 


R. J. Hegerling, Hales & Holmes Co., 


second vice-president; R. J. Kirschner, | 
Cleveland Window Glass Co., secretary, | 


and C. W. Towson, the Glidden Co., 


treasurer. 


board of directors. 


The annual summer outing of the 
Cincinnati Automotive Trades Associa- 
tion was held Aug. 22 at Chester Park, 


| and the attendance was very large, | 


50,000 tickets having been distributed. 
In connection with the outing several 
makers. displayed new cars, and 


accessory manufacturers also put on | 


special displays. Voting contests to 


ascertain the most popular make of | 
con- 


car, tires, batteries, etc., were 
ducted, and the affair brought to a 
close with a big dinner at the club- 
house. The Cincinnati Association will 
hold its second annual Automobile 


Accessory and Radio Exposition at | 


Music Hall, Nov. 17 to 24. 
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|C. F. W. Broom Co. Organized 


The C. F. W. Broom Co., Cleveland, 
Ohio, was recently organized to manu- 
facture the Everlast patented broom 
with refillable features. The company’s 
factory is located at 1515 Fairfield 
Road and sales offices are in the Ply- 
mouth Building. 


The officers with W. W. | 
Johnson, National Lead Co., and H. J. | 
Shea, Benj. Moore & Co., comprise the 


Vaco Washer Co. Formed 


| The Vaco Washer Co., Sabina, Ohio, 
| has been formed to manufacture Vaco 
| Electric Washers. The officers are R. 
|W. Allen, president; A. N. Haines, 
vice-president; Raymond Cline, treas- 
urer, and George L. Daniels, secretary. 


G. S. Winders Leaves Van Camp 
Co. 
| G. S. Winders, house manager and 
| assistant treasurer of the Van Camp 
| Hardware & Iron Co., Indianapolis, 
Ind., has resigned his position. Harry 
C. Ballard, formerly superintendent, 
has been appointed to fill the vacancy. 


The Charge of the Light (and Heat) Brigade 
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WHEN YOU SEND YOUR 
CHILD TO OUR STORE 


With $4.00 to buy a pair of 
Ball-bearing Roller Skates 
and he comes home with a 
smile, a dollar and a quar- 
ter change, a pair of the 
best skates you ever saw 
dor the money, properly fit- 
ted and adjusted, and the 
skate key secure: 


¥ 


| 
| 
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Phone AM HI b ¢ Phone 
16 HARDWAREN| 16 
1—Putting it up to the parent to put it up 
to the store 








Putting Up a New Sales Proposition 
No. 1 (2 cols. x 6.in.). me 

Read over this ad and see if you don’t 
get a new idea in copy appeal. Buying 
roller skates simplified to the last de- 
gree in this ad. No worry for “Pop” 
or mother—just give the youngster $4 
and he comes flying home with the deed 
done in ship-shape. 

This kind of selling suggestion sells 
goods. The writer of the ad, William 
G. Greenwood, secretary and treasurer 
of the Samuel Hill Hardware Co., Pres- 
cott, Ariz., has been keen enough to 
figure out that there is a lot of sales 
resistance to be overcome before he can 
get parents into the store to purchase 
wheel toys for the youngsters. So he 
eliminates the resistance by eliminating 
the parents except as the source of 
monetary supply. 

This same idea can be applied to any 
wheel toy. As soon as the parent is 
given to understand that his youngster 
will be given some personal interest and 
care, he is willing to drop out of the 
seene, feeling that the youngster’s natu- 
ra. preference and the salesman’s in- 
terest will guarantee a_ satisfactory 
purchase. 


For September Vacationists 
No. 2 (3 cols. x 8 in.). 

John C. Neipp, manager of the 
Kelley Duluth Co., Duluth, Minn., sent 
us this ad, which should prove good 
reading for the September motorists. 
September is a popular vacation month, 
especially with motorists, and the sales 
suggestions contained in this ad will 
bring business. 

Our criticism of this ad is that it does 
not list a sufficient number of acces- 
sories. Other items that should have 
been listed and priced are tire chains, 
fire extinguishers, tire repair outfits, 
patent vulcanizers for road use, tire 
pumps, tires and tubes and similar ac- 
cessories that are essential to a long 
auto trip. We would have eliminated 
the reference to boats, etc., and used 
this space for the additional accessories. 
Otherwise the ad is timely and well laid 
out. 
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Ads that Contain 
Real Profitt-Making 
Selling Suggestions 


BY B. J. PARIS 





Reese iat 
AUTOM OBILE 
ACCESSORIES 


For Your Camping or 
Outing Trips 


—take afong these things for a safe journey. 


5 T)) 
Some Saturday Bargains LA 


EVER-KLEAN SEAT PADS....$1.25, $1.75, $2.25 a 
$1.00 GREEN KIL-GLARE SHIELDS 

50c MINN. OR WIS. ROAD MAPS ....5...- 

$10.00 “RED SPOT” SPOTLIGHT 








—— 








m@ Adjustable Luggage Carriers Special $1.85 
Built of steel, with three strong clamps; no rattle, 


easy to adjust, fits any running board; black enamel; 
) prevents load from bouncing. 





Tents, Canoes, Rowboats, Motors 


We are. the largest distributors of Canoes, Rowboats, Outboard Motors and 
the like in Northern Minnesota. Here is everything that belongs to boating, in- 
cluding such items as 

Paddles, Oars, Cushions, .Life Preservers,. Anchors, Wheels, Propellers, Lamps, 
Boat Compasses, Horns, Bells, and everything used in or around boats. 


fi Wh TAR. 


FORMERLY KELLEY HARDWARE CO. 
118 & 120 WEST SUPERIOR ST. DULUTH, MINN. 
MOTORS 
(Rowboat) 
Elto 
Evinrude 
Johnson 


Write or call 
for catalogue. 
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Don’t Put It Off 





If your house or barn or garage need 
ainting, don't put it off, put it on. 
t'll be cheaper because you won't 

have to put on so much paint. 

The longer you wait the more paint 
will bé absorbed by the open pores 
of the wood. ; 

You don't wait till your car squeaks 
before you lubricate it. 

Why wait then, until your buildings 
fairly cry for paint before you think 
about’ painting them. 

It's always cheaper to paint before 
paint is needed, than afterwards. It's 
cheaper, too, to use Lowe Bros. Paint, 
because it goes farther. 

Come in and let us explain why 
Lowe Bros. High Standard Paint is 


Make Any Room a Restfull One 


Your rooms will ‘seem so much cooler and so easy 
on the eyes if you have them finished with Mello-Gloss, 
and it’s so easy to keep clean, even if the kiddies’ fin- 
gerprints mixed with fam do get on the walls, it ohly 
takes a jiffy to make them like new with a damp cloth, 
Easy to put on, you can do it yourself some night after 
supper, and think how much you'll save. 


Paint Dept., Main Floor. 


Smith-Winchester Co. 
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3—This Smith-Winchester ad will 
lot of local painting 


Good Argument for Fall Painting 


No. 3 (2 cols. x 10 in.). 


J. T. Northrop, advertising manager 
of the Smith Winchester Co., Jackson, 
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Mich., sent us this ad for comment. If 
any ad may be marked 100 per cent 
this one can. Set-up, illustrations and 
copy are high class, and the sales sug- 
gestions made should cause property 
owners to give serious consideration to 
fall painting while there is yet time to 
do a fine job. 

Mr. Northrop enjoys reading HARD- 
WARE AGE and comments on the inspir- 
ing quality of its edtiorials? He has 
just left department store work to en- 
ter the hardware field and is much 
interested in this department, devoted 
to advertising criticism and sugges- 
tions. 


Wedding Gift Suggestions Always in 
Order 
No. 4 (2 cols. x 7 in.). 

G. W. White, advertising manager 
for Sumner Co., Moncton, N. B., sent 
us this ad, which is chock full of sales 
suggestions for fall weddings. Anyone 
who reads this announcement will come 
quickly to the realization that the hard- 
ware store is an ideal place to select 
worth-while wedding gifts. 

The design of the ad and the fine 
illustration leave nothing to be desired 
in the way of attractive make-up. 


An A No. 1 Store Paper Idea 
No. 5 (9 in. x 13 in.). 

A. R. Chandler, proprietor of the 
Chandler Hardware Co., Sylvania, 
Ohio, went out with one of his salesmen 
on a certain day. The salesman thought 
it would be a first-class idea to intro- 
duce the boss to the farmers along his 
route. They. were not only glad to 
“shake” with him, but expressed sur- 
prise at his genial countenance and his 
sincerity of manner. What they had 
expected to see, they said, varied from 
“a gray-haired fellow with side burns, 
as sly as a fox and as slippery as an 
eel” to “a fellow with horns.” This set 
Secretary and Treasurer R. A. Chan- 
dler to thinking that maybe the rest of 
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You can pay the future Bride no nicer compliment than to see J 
that included in her Wedding Gifts are such home necessities 


qmame A$ acon 


A “HOOVER” ELECTRIC SWEEPER 
A “BLUEBIRD” ELECTRIC WASHER 
A “HOTPOINT” ELECTRIC TOASTER 
A “HOTPOINT” ELECTRIC PERCULATOR 
A “HOTPOINT” ELECTRIC IRON 
“COMMUNITY” TABLE SILVERWARE 
WESTENHOLM” TABLE CUTLERY 
And of course the proper 
CHINA AND CUT GLASS TABLE REQUIREMENTS 
— ALL THESE WE CAN FURNISH. —. 








From June 16th to Sept. 15th this Store will close on 
1 P.M. Open Friday evenings till 9 P. M. 


SUMNER CO. 


MAIN St, MONCTON, N..B. 


sturday at 
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i—Proof that the hardware store is the 
ideal place to select gifts for the fall bride 


the force were cataloged like the boss, 
so he determined to line up the “gang,” 
shoot a photo and write a description 
of each officer and employee to prove 
that they were all likable human beings, 
making money by the sweat of their 
brows like any farmer in the county. 
This was done and the photo and de- 
scriptions reproduced in “Chanticleer,” 
the store paper. We think it is one of 
the best store paper ideas that has 
passed over our desk in a long time. 
Some so-called “hard-boiled business 
men” don’t take much stock in per- 
sonality and sentiment in business, but 
as long as human beings are human 
beings, personality and sentiment are 
live issues, and it’s a wise dealer that 
shapes them to his own advantage, 
especially if he is a retail dealer. 


Signposts to Success:—Play the Game 


NE of the most important things for one to learn, 


with other people. 


If you are to get on in life, fit in 


either in preparation for a particular work or job 
or for the living of life as a whole, is that no one can 
make his own special individual private rules for the 
game and hope to go far in playing it. His fellow 
workers, those who live elbow to elbow with him, will 
shortly draw away from him or jostle him out of it 
unless he is willing to work and abide by the general 
rules, so as to keep a state of harmony within the 
whole machinery. 


This does not at all mean that every worker, that 
every individual, should be just exactly like every one 
else or even try to be. Be as individual as you want 
to be so long as your individuality does not interfere 


with the scheme of things, help to make harmony, con- 
sider the rights of others. 


Imagine the muddle of things if each individual in- 
sisted on making his own special rules, disregarding 
casual courtesies and the rights of others. Those who 
imagine they are big and independent because they 
elect to despise rules and regulations are sadly mis- 
taken in regard to themselves. They are not big and 
independent at all. They are the narrowest and most 
selfish egotists, and the world will not wait long to let 
them find this out, unless they are sunk too deep in 
their own conceit to be able to understand. 
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Winter Shortages A pprehended 
—Current Business Good 


OBBERS in some sections of the country are said to be urging dealers to place 
their orders for winter merchandise as early and as fully as possible because it is 
reported that there are possibilities of shortages in some of the essential seasonal 


and staple lines. 


As there are at present no serious basic shortages, the attitude of many dealers 
seems to be one ef indifference to the warning that has been issued, and consequently 
buying is more or less sluggish at present, although orders for fall merchandise are 


numerous. 


Jobbers’ figures showing the volume of August sales have not been completed, but 
it is considered almost certain that they will show a substantial increase over those of 


August, 1922. 


Manufacturers’ Price Changes 


NEW price lists and discounts have been issued 
| N on bolts, effective Sept. 1, 1923. New lists are 
published on the first editorial page of this issue. 


Landers, Frary & Clark, New Britain, Conn., have 


Some sash cord manufacturers have reduced prices 
1 to 2c. per lb. base. 


A. J. Reach & Co., Philadelphia, Pa., has issued 


made slight price advances on their line of bath- 
room fixtures, and have revised prices on No. 2201 
milk and cream scale to $9 each, plus 25, 10 and 10 


new prices on baseballs, golf clubs and balls, tennis 
rackets and balls, which show a few slight revisions. 
Most of the prices are said to be unchanged. 


per cent discount. The L. F. & C. potato ricer has 
been reduced, and is now quoted at $4.50 per doz. 


Some manufacturers have advanced prices on 
steel balances 10 per cent. 


Price Changes From Jobbing Centers 


AMONG the price changes made effec- 
tive during the past week in lead- 
ing jobbing centers were the following: 


NEW YORK.—The revised lists and 
discounts of common carriage and ma- 
chine bolts effective Sept. 1 was the 
outstanding price change of the week. 
No other changes of importance were 
announced by local jobbers; the market 
is quiet; collections are fair and the 
general undertone is said to be im- 
proving. 


CHICAGO.—Linseed oil declined 
sharply; denatured alcohol declined 1 
cent per gal.; turpentine advanced 4 
cents per gal. Radio B batteries, 2214 
watt large size, were reduced from $1.80 


to $1.65 each, and small sizes were 
reduced from $1.05 to 96 cents each. 


BOSTON.—Quite a number of price 
changes, most of them advances, are 
noted in this hardware market the past 
week, but in a majority of instances 
they are unimportant. Advances in- 
clude 10 per cent each on spring bal- 
ances, wire door springs, carpenters’ 
hammers and milk and cream scales, 25 
per cent on cotter pins, % cent per 
pound on sheet zinc, and slight upward 
adjustments on coffee mills, bathroom 
fixtures and cake mixers and bread 
makers. Brass mill products have de- 
clined % cent a pound, sash cord, 1 cent 
to 2 cents a pound, and potato ricers 
are a little cheaper. 


PITTSBURGH.—New price lists and 
discounts on bolts, effective Sept. 1, 
showing revisions, have been issued. 
No other important price changes were 
reported by local jobbers. The hard- 
ware market is quiet, but consistently 
active. 


CLEVELAND.—Linseed oil eased off 
ten cents. An unconfirmed rumor of 
a five per cent reduction in certain 
types of bolts was heard in this market; 
also the report that manufacturers wil! 
issue new list prices on bolts and nuts 
Sept. 1. 

TWIN CITIES.—Market conditions 
remain quiet, and there have been no 
price changes of note during the past 
two weeks. 
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August Sales Show Gain 
Over 1922 Figures 


HE most important news of the week was 


the announcement by New 


that they had received new list prices and 
discounts on bolts, effective Sept. 


that the new prices and discounts represent ap- 
proximately a general reduction of 5 per cent. 


Interest during the past week on the part of 


“buyers was limited to essential 


Fall orders are beginning to move, and jobbers re- 
port that they have adequate stocks to meet all 


reasonable lccal demands. 


Early tabulations of August business indicate 
that the volume of sales range from 20 to 50 per 
cent better than August of last year. 
also believe that August business records will 
show a substantial gain over July. 


AUTOMOBILE ACCESSORIES.—De- 
mands fair, stocks fair; prices firm. 
AXES.—Interest improving; stocks 
fair; prices firm. 


Jobbers’ quotations,  f.ob. 
York: 

Handled axes, 
per doz.; 3% to 5% Ib., $19.25 per 
doz.; 3% to 4% Ib., 19.75 per doz.; 
1 to 5 Ib., $20.25 per doz.: 4% to 5% 
Ib., $20.75 per doz.; Ib. only, 
$22.75 per doz. 

House axes 2% Ib., 19 in. 
$14.25 per doz. 


BUCK SAWS.—Out-of-town buying 
reported to be increasing. Jobbers’ 
stocks are fair and prices firm. 


Jobbers’ f.o.b. 
York: 

Buck saws, red 
brace, $9 per doz. 
brace, varnished 
blade, 30. in. 
doz. Similar saw, 
blued blade, extra 
points, $13 per doz. 

Saw bucks, heavy, $8.50 per doz. 

One-man saws, 80c, per ft. Two- 
man saws, 66c. per ft.; crosscut saws, 
hd5e. per ft. 

Wood split 


CIDER MILLS AND PRESSES.— 
Heavy demands continue for these 
articles at firm prices. Jobbers’ stocks 
in this vicinity are badly broken. 
f.o b. 


New 


2% to 3 


Ib., $19.25 


handles 


quotations, New 

frame, double 
Buck saw, double 
frame, polished 
regular teeth, $13 per 
with round breast 
thin back, 4% 


wedges, 10%c. per Ib. 


Jobbers’ New 
York: 

Cider mills, 8%-in. tub, $5.90 each; 
16%-in. tub, $7 each; 11%-in.. tub, 
$9.49 each; 13-in. tub, $12 each; 18- 
in. tub, $15 each. 

Berry crushers, 
wood box, $6 each. 

Fruit presses, 2-qt., 
1-qt., $4.95 each; 6-qt., 
12-qt., $7.50 each. 


COTTON GLOVES.—Interest 
Prices firm; stocks good. 
Jobbers’ 
York: 
Cotton gloves, 


quotations, 


aluminum teeth, 


$2.98 
$5.75 


each; 
each; 


fair; 


f.o.b New 


$1.55 


quotations, 


light weight, 


York jobbers 


1. It is said 


requirements. 


nection, however, it should be observed that many 
of the local jobbers began to ship fall merchan- 
dise earlier this year than they did last, and that 
they booked orders several weeks ahead of last 
year’s schedules. 


One of the local jobbers interviewed last week 
in speaking about the change in the steel mills 
from the twelve to the eight-hour day, stressed 
the fact that new labor is entering the steel in- 
dustry, and that in his opinion no stiffening price 
tendency is probable under present conditions. It 


should also be borne in mind, perhaps, that most 


Jobbers 


In this con- 


per doz. pair. Medium weight, 
knitted wrist $2.20 per doz pair. 
Heavy weight, $2.20 per doz. pair. 


FRUIT JAR RUBBERS.—Interest con- 
fined to pick-up requirements. Prices 
firm; stocks ample. 


Jobbers’ quotations, f.o.b. New 
York: 

Fruit jar rubbers, 8c, to 85e. per 
gr. Prices vary according to grade 
and also in different sections of the 
city. In 12-gross lots, 75c. per gross. 

FURNACE SCOOPS.—Future interest 
mild; stocks ample; prices firm. 
Jobbers’ f.o.b. New 
York: 
Furnace 
D handle, 
h2e. each. 
handle, 63c. each. 
for bundle lots. 


GALVANIZED PAILS.—Moderate in- 
terest; firm prices; balanced stocks. 
Jobbers’ quotations f.0.b New York: 
Galvanized pails, 8 qt, 19e each; 
19 qt., each; 12 qt., 24c. each; 
14 qt., 27c. each; 16 qt., 32c. each. 
Heavy galvanized pails, 12 qt., 
each; 14 qt., 40c¢. each; 16 qt., 
each. 
Galvanized tubs, No. 1. 69¢e., 
No. 2, 78c. each; No. 3, 9le 


GAME TRAPS.—Out-of-town buying 
strong; prices firm; stocks fair. 
f.o.b. New 


quotations, 


back, steel 
each. Long handle, 
Hollow back, wood D 
All less 5 per cent 


scoops, hollow 


49. 


22c. 


or 
ae, 


{6e. 


each; 
eacn. 


Jobbers’ 
York: 

Victor traps, 
$1.65 per doz.; without chain, $1.28 
per doz No. 1, $2 with chain; $1.59 
per doz. without chain. Size 1%, $3.95 
per doz. with chains: $2.32 per doz 
without chains. Size 2, $3.97 ner doz 
with chains. Size 3, $6.71 per doz 
with chains. 


Oneida jump trans, size 9, $2.97 
per doz. with chains; $1.71 per doz 
without chains. Size 1, $2.38 per 
with chains; $1.89 ner doz. with- 
Size 1%, $3.48 per doz. 
$2.81 ner doz. without 
$5.37 ver doz. with 
$7.26 per doz. with 


quotations, 


size 0. with chain. 


doz. 
out chains. 
with chains; 
chains. Size 2, 
chains. Size 3, 
chains. 


of the new labor entering the steel mills leaves 
other industries and from the farms. 
opinion of some observers it would not be sur- 
prising to hear reports of labor shortages in the 
hardware industry within the next few months. 


In the 


LINSEED OIL.—Demands are light; 
prices fairly steady; stocks small. 


Quotations to dealers f.o.b New 
York: 

Linseed oil in 
bbl., 97c. to 99e.; 
more, %94c, to 
oil, in barrels, $1.30. Boiled oil is 
extra, double boiled oil is 3c. extra, 
and oil in half bbl. is 5c. per gal. ad 
ditional. 

NAVAL STORES. 
tures this market at present. 
uneven; stocks light. 

Quotations to 
York: 

Spirits of turpentine in 

95 to S8e. 
. Rosin, B grade, $5.80 per 
W grade, $7.30 per cask 


SASH CORD.—Interest apathetic; 
prices fairly steady; stocks ample. 
fob New 


less than 5 
bbl or 
linseed 


Ie 
2 


lots of 
in lots of 5 
96¢C Calcutta 


Little activity fea- 
Prices 


fo.b New 


dealers 
bbl., vard 
basis, 


eask; W 


Jobbers’ 
York: 
Cotton sash cord 
per Ib 
Prices vary according to grade and 
differ also in different sections of the 
city. 
SIDEWALK 
small, stocks 
Jobbers’ 
York 
Sidewalk scrapers, tank riveted, 
1x 7. $4 ner doz. Scraper with shank, 
5 x 7, $6.25 per doz Seraper, with 
socket. 6 x 7, $8.75 per doz 
#now pushers, 31 x 12, $275 each 
SNOW SHOVELS.—Jobbers report 
good advance sales and that stocks are 
ample to meet reasonable future re- 
quirements. Prices are firm. 
Jobbers’ f.0.b 
York: 
Snow shovels, steel, 
handle, $4.75 per doz 
Jobbers say this price is below fac 
tory costs today, and will only last a 
short time. An advance is expected 
Galvanized snow shovels, 21% x 16, 
D handle, $13 per doz. 
Toy snow shovels, $2.30 per doz. 


quotations, 


39c. to 


tle. base, 


SCRAPERS. Interest 
ample and prices firm. 


quotations, f.o.b. New 


quotations, New 


2 rivets, long 
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Prices of Basic Staples 


= ES and discounts quoted by New York jobbers on basic staples are 


as follows: 


BOLTS 

Common Carriage Bolts, smal!, 30-10 per cent; large, 
30-10 per cent 

Machine Bolts, small, 40-10 per cent; large, 40-5 
per cent 

Lag Screws, 40-10 per cent 

Stove Bo!ts, 75 per cent, both flat and round head 

Sink Bolts, 75 per cent 

Tire Bolts, 45 per cent 

Step Bolts, 40-5 per cent 

Screw Anchors, 75-10 per cent 

Lag Screw Shields, 80-15-5 per cent 

Machine Bolt Shields, 65-10-5 per cent 

ESCUTCHEON PINS 

Brass Escutcheon Pins, 45 per cent off new list 

HANDLES (medium grade hickory) 

Hammer, 8'%c each 

Hatchet, 84c each 

Axe, 32c each. 

HAMMERS, PICKS AND MATTOCKS 

Carpenters’ Hammer with handle, $1 each 

Railroad Picks, 6 to 7 lb., 65¢ each 

Pick Mattocks, 75¢ each 

Plain Mattocks, 75c each 

Wedges, 9c Ib. 

Striking and Drilling Hammers, 12c per lb. 

Stone Hammers, 16c per Ib. 

Crowbar, 4 ft., 96c each; 5 ft., $1.68 each. 

LOCKS AND BUTTS 

Common Butts, 3% x 3% (steel) 25c to 29c a pair 

Common Rim Lock, 4 x 3%, 28c¢ each 

Common Mortise Lock, 3% x 3%, 38c each. 

NAILS 

Wire Nails, $4.35 to $4.50 base, per keg 

Cut Nails, $4.50 base, per keg 


Wire Nails and Brads in small lots, 70 per cent off 
list 

Roofing Nails, 1 x 12, 100 lb., $7.55, galvanized; 
and plain, $5.55. 


PAPER 
Roofing Paper, 2 ply; $1.45 per roll; tarred felt, 
$1.35 per roll. Slate service roofing, $1.65 per roll. 


RIVETS 

Copper Rivets and Burrs, 33% per cent 
Copper Break Band Rivets, 33% per cent 
Black Tinners’ Rivets, 50 per cent 

Tin Tinners’ Rivets, 50 per cent 

Oval Head Iron Rivets, 50 per cent. 


ROPE 
Pure Manila Rope, 20%c base per lb.; hardware 
grade, 19%4c base per lb. 


SASH CORD 
Cotton Sash Cord, 39¢ to 41c base, per Ib. 

Prices vary according to grade and differ in differ- 
ent sections of the city. 


SCREWS 

Flat Head Steel Machine Screws, 70 per cent 

Round Head Steel Machine Screws, 70 per cent 

Flat Head Brass Machine Screws, 60-10 per cent 

Round Head Brass Machine Screws, 60-10 per cent 

Steel Set Screws, 75 per cent 

Steel Cap Screws, U. S. S. 75 per cent 

Steel Cap Screws, S. A. E. 65-5 per cent 

Flat Head Steel Wood Screws, bright, full packages, 
75-20-5-5 per cent 

Galvanized, 60-20-5-5 per cent 

Flat Head Brass, 70-20-5 per cent 

Round Head Blued, 7214-20-5-5 per cent 

Round Head Nickel Plated, 6244-20-5-5 per cent 

Round Head Brass, 6714-20-5 per cent. 
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Owing to exceedingly rough waters, 
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porates 


Articles of incorporation have re- 
cently been filed by the Standard Hard- 
ware Co. of Pine Bluff, which‘is to 
open a store at 604 Main Street, Pine 
Bluff. The capital stock.is $25,000. 
M. M. Cross, who for the past several 
years has been local representative for 
the Simmons Hardware Co., will head 
the new firm as its president. Others 
interested in the company are D. V. and 
O. S. Shaw, T. R. Earle, R. Carnahan, 
William Nichol and V. E. Guess. 


Crandall Catches 38 lb. Tuna 


A week-end fishing trip for tuna and 
sword fish off Block Island was recently 
arranged bv J. T. Crandall of the Ash- 
way Line & Twine Co., who had as 
guests E. L. Sampter, sales manager 
of A. F. Meisselbach Mfg. Co., Inc., 25 
West Forty-fifth Street, New York 
City; Edward W. Simon, Southern rep- 
resentative for both the Meisselbach 
and Ashway lines, and other represen- 
tatives of spdérting goods merchandise, 
including the American representative 
of the Mustad Hook Co. of Norway. 


the party was to put to sea one day 
only, when it ran into a school of tuna 
and landed several with light tackle. 
Mr. Crandall secured the largest catch, 
hooking a specimen weighing thirty- 
eight pounds and which took twenty 
minutes to land. 


Lock 


Antipilferage 


Incorporates 


Goodwin 


The Goodwin Antipilferage Automat- 
ic Lock Corporation, New York City, 
has recently been incorporated in the 
State of New York, with a capital of 
$50,000. The new business, which will 
begin business with $10,000, has as di- 
rectors Abraham N. Goodson, 1475 
Grand Concourse, New York; Jean D. 
Jolkovski, 1644 Eastern Parkway, 
Brooklyn, N. Y.; and Leon Sanders, 
Woodmere, L. I 

The Northern Electric Co. has moved 
from its old address at 224 North 
Sheldon Street, Chicago, to a new 
modern factory building at 2835 North 
Western Avenue, Chicago. This firm 
manufacturers curling irons, heating 
pads and other electrical appliances. 


Officers of the company are H. I. 
Cook, president; D. White, vice- 
president, and M. G. French, secretary 
and treasurer. 


George B. Sharpe, an official of the 
Burroughs Adding Machine  Co., 
Detroit, Mich., was drowned recently 
in a Canadian lake, 200 miles north of 
Toronto. Mr. Sharpe handled the ad- 
vertising details of the company and 
was president of the Association oi 
National Advertisers. 


J. K. Milligan, proprietor of a hard- 
ware store at Bellefontaine, Ohio, died 
suddenly at his home in that city Aug. 
4. He was one of the best known 
hardware dealers in that section of the 
State. 


The Seitz-Breidenbach Co., Dayton, 
Ohio, has been incorporated with a 
capitalization of $10,000 by I. 5. 
Breidenbach and Joe H. Seitz. A 
hardware supply business, with an 
electrical repair department, will be 
opened at 527 Salem Avenue, about 
Sept. 1. 
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Business Increasing in Chicago Territory 
—F all Demand Starts with Rush 


(Chicago office of HARDWARE AGE) 
HOLESALERS report an improvement in business 
Waarine the week. Trade had been somewhat quiet 
for about a month but has picked up very quickly 


in the last few days. 


also employment in railway shops. 


AMMUNITION AND FIREARMS.— 
Current demand for both firearms and 
ammunition unusually heavy and has 
started very early; several factories 
behind on orders; dealers have been ad- 
vised to place specifications at once. 


AUTOMOBILE ACCESSORIES.— 
Sales holding up remarkably well. This 
has been a very good accessory season 
and due to the large automobile sales 
it is expected that winter accessories 
will be unusually heavy as so many 
closed cars for all-year use have been 
sold. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: 

Spark Plugs.—Splitdorf, 50c. each; 
tegular, 58e. each; Champion X, 45c. 
each; lots of 100, 41ce. each; Cham- 
pion Blue Box line, 538c. each; Cc 
Titan, 58c. each; lots of 100, 56c. 
each; A. C. Special Ford, 44c. each. 

Spot Light.— Anderson No. 3280, 
96.50 each; Stewart, $5.67 each. 

Horn.—E. A. Electric (Ford), $4 
each. 

Jacke.—Reliable Jacks. No. 46, $2.50 
each; in lots of 10, $2.25 each; Sim- 
plex, No. 36, $1.80 each; Ajax, No. 
6, 90c. each; National Standard, No. 
21, $1.20 each. 

Pumps. — Rose, 
$1.55 each. 

Chains.—Non-skid, 
33% per cent discount; 
i) per cent discount. 

Tires and Tubes.—30 x 3% 
skid, Fabric, $8.65 each; cord, $11.60 
each; gray inner tubes, 30 x 3%, $1.30 
each: red inner tubes, 30 x 3%, $1.80 
each. 

We quote f.o.b. factory: 

Snap-On Wrenches.—No. 101, 
Master Service Set. $15.25; No. 202 
Heavy Duty Set, $8; No. Uni- 
versal Socket Set, $7; . 505B. 
Screw Driver Set, $3.40. All Snap-On 
Wrenches less 40 per cent f.o.b. Mil- 
waukee. 


AXES.—Manufacturers still slow with 
shipments; current demand starting; 
prices expected to hold during fall 
Season, 

We quote from jobbers’ 
f.o.b. Chicago: First quality 
bitted unhandled axes, 3 to 4 lb., $14 
doz. base; double bitted, $19 doz. 
base; good quality black unhandled 

same weight, single bitted, $12 

base: single bitted handled axes, 
$15 to $22 per doz.. according to qual- 
ity and grade of handle. 


BOLTS AND NUTS.—New list prices 


1%-in. Cylinder 


dozen pair lots, 
50 pair lots, 


non- 


stocks, 
single 


Fall business has started in earnest. 

Domestic sales of agricultural machinery and equipment 
declined 8.3 per cent during July over June, according to 
the latest report by the Federal Reserve Bank. 

Wholesale hardware sales in this territory were -about 
10 per cent greater in July than the same month, 1919. 

Recent figures compiled show a slowingedown in activity 
of the following industries for the month of July; auto- 
mobiles, automobile accessories, agricultural machinery, 
metals, other than iron and steel, paints and chemicals and 
While a good deal of 
labor has been released it has gone to centers where it 
was needed. The new schedule of the steel mills is show- 
ing an increase of 5 per cent in employment. 


ing 36 per 


Reserve 


Iowa less than 


1922 


ame 


last year. 
factory. 


expected to be issued shortly; demand 
good; jobbers’ stocks in satisfactory 
condition. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Large carriage bolts, 40-5 
per cent off list; small carriage bolts, 
45-5 per cent off list; large sized 
machine bolts, 40-10 per cent off list; 
small sized machine bolts, 50 per cent 
off list; all stove bolts, 70-5 per cent 
off list; all lag screws, 50-5 per cent 
off list. 


BUILDERS’ HARDWARE.—Manufac- 
turers report orders coming in greater 
volume; big fall trade in prospect. 
We quote from jobbers’ stocks, f.o.b 
Chicago: d steel butts, old 
copper and dull br: iss finish, in case 
lots, $3.48 per doz. pr.: 4 x steel 
butts, old copper and dull brass finish, 
in case lots, $4.74 per doz. pr.; heavy 
bevel steel inside sets, case Bors $8 
doz.; steel bit-keyed front door sets, 
$2 per set; wrought brass bit-keved 
front door sets, $4 per set: cylinder 
front door sets, $8.50 per set. 


CHAINS.—AIll chains 
mand, especially weldless 
prices firm and unchanged. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: %-in. proof coil chain, $9.75 
per 100 lb.; American coil chain, 40-10 
per cent off list; No. 00, 4% electric 
welded cow ties, $3 ver doz. 


CLIPPERS, HORSE AND 


in steady de- 
patterns; 


SHEEP. 
Future orders have started to come i 
at new prices recently announced. 

We quote from jobbers’ stocks, f.o.b. 


Chicago: No. Stewart, $12 list; 


top plates, No. 90 and No. 360, $1.25 

each list: bottom plates, No. 99 and 

No. 361, $1.75 each list. All prices 

subject to 25 per cent discount. 
COPPER RIVETS AND BURRS.— 
Sales excellent; judging from demand 
prices are attractive. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Copper rivets and burrs, 40 
per cent discount. 


CUTLERY.—General cutlery business 
has taken quite a spurt in the last week. 
Orders are larger in size and volume, 
which indicates that stocks in the hands 
of retailers need building up. Very 
little new German cutlery is coming in 
at the present, due to the difficulty in 
getting it past the French lines. Do- 
mestic manufacturers are having all 


Bank by 


about the same as in the previous year. 
more per acre than a year ago in Illinois and Indiana but 
in Iowa and Michigan the average is not so good as in 


While the building industry is still actively engaged on 
the large volume of construction undertaken this year, 
new projects are beginning to fall off. Residential build- 
ing fell off less sharply than other construction, constitut- 
cent of the month’s total figures as against 28 
per cent in June. 

Early threshing returns reported to the Seventh Federal 
158 county agents representing 167,022 
farmers in the district show the yield of wheat to be more 
per acre than a year ago in Indiana and Michigan but in 


1922. The yield in Illinois averages 


Oats are yielding 


Forecasts for corn crops point to larger returns than 
Collections are said to be a little more satis- 


they can do to.take care of their 
tomers. 

ELECTRICAL MERCHANDISE. — 
Price tendencies steady on most lines, 
although one or two items show some 
weakness; demand for electrical heat- 
ing appliances and holiday goods start- 
ing in fine shape; lamp cord low in mar- 
ket and is expected to be advanced 
shortly. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. ae rubber covered wire, 
$S per 1000 ft.; 1000-ft. lots, $7.50; No. 
18 lamp cord, "$15 per 1000 ft.; 1000- 
ft. lots, $13 1-in. brush brass key 
socket, 2le. ; two-way plugs, 60c. 
each: in lots 10, 52 each; one- 
piece attachment plugs, 13c. each 
two-piece attachment plugs, l2e. 
each. 
FAVES TROUGH AND CONDUCTOR 
PIPE.—Chicago prices now quoted on 
a higher basis, which is the same as 
charged in other markets for the past 
sixty days. 
We quote trom jobbers’ stocks, f.o.Rs 
Chic ago: -gage, 5-in lap joint 
gutter, $5.40. nt 100 ft.; 29-gage, ¢ 
conductor pipe, $5.85 per “100 ft. ; a 
gage, 1% x 8-in. ridge roll, $4.45 per 
100 ft.: 29-gage, 3-in. conductor el- 
hows, $1.73 per doz. 


FIELD FENCE.—Stocks in good shape; 
good to fair business expected; dating 
has been offered on this line. 

We quote from jobbers’ stocks, f.o.b 
Chicago: Field fencing, 60% per cent 
discount from lists. 

FILES.—Sales good; no change in price 
predicted at this time. 

We quote 
Chicago: 
cent off list: 


cus- 


from jobers’ stocks, f.o.b 
American files, 65-5 per 
Nicholson files, 50-10 per 
cent off list; Disston files, 50-10-10 per 
cent off list; Black Diamond files, 50-5 
per cent off list. 
GALVANIZED AND TINWARE.—De- 
mand for wax sealed tin cans very 
heavy. Other canning supplies selling 
in large volume. The situation on gal- 
vanized tubs and pails is unchanged and 
prices are as quoted. All school lunch 
kits in great demand. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Competition galvanized 
water pails, 8-qt., $1.95 doz.; 10-qt.. 
$2.25 doz.; 12-qt., $2.50 doz.; 14-qt., 
$2.75 doz.; galvanized wash tubs, No. 








90 


1, $6.75 doz.; No. 3, 


No. 2, 
$8.25 doz. 
GLASS AND PUTTY.—Prices_ un- 
changed; fall demand for glass picking 
up; if manufacturers do not increase 
production a shortage is not a remote 
possibility. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Single strength A and B, 
up to 25-in., 85 per cent discount; 
over 25-in., 83 per cent discount; dou- 
ble strength A, all brackets, 84 per 
cent discount. Putty, 100-lb. kits, 

3.70; commercial putty, $3.55; glaz- 
jiers’ points, Nos. 1, 2 and 3, one doz. 
packages, 65c. 

HANDLED HAMMERS.—Improvement 
noted in deliveries from manufacturers; 
no early price changes predicted. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 11% first quality nail 
hammers, $13.25 per doz.; 12-oz. ball 
pein, $10 per doz.; competitive forged 
nail hammers, $8 per doz.; cast steel 
hammers, $5 per doz. 

EYE HAMMERS AND SLEDGES.— 
Business picked up in these lines; prices 
unchanged. ‘ 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Striking or blacksmiths’ 
sledges, 5-lb. and heavier, 12c. per 
pound. 

HATCHETS.—Sales 
well; no predictions 
changes. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Size 2, extra quality, broad 
hatchets, $19.40 per doz.; competitive 
grade, $15.65 doz.; warranted shingling 
hatchets, No. 2, $15 doz.; competitive 
forged shingling hatchets, No. 2, $11.10 
doz. 


HICKORY HANDLES.—Shortage of 
best grades still exists; prices firm, but 
unchanged; sales very good. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Hickory handles, No. 
hickory axe handles, $4 per doz.; No 
2, $3 per doz.; finest selected second 
growth white hickory handles, $6 per 
doz.; special white second growth 
hickory, $5 per doz.; No. 1 hatchet 
and hammer handles, 90c. per doz.; 
second growth hickory hatchet and 
hammer handles, $1.50 per doz. 

HINGES.—Stocks in good shape; sales 
are average. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Heavy strap hinges _in 
bundles, 4-in,, $1.12; 5-in., $1.57; 6-in., 
$1.93; 8-in., $3.21; 10-in., $4.92 per 
doz. pairs. Extra heavy T hinges in 
@undles, 4-in., $1.74; 5-in., $1.85; 6-in., 
$2.31; 8-in., $3.95; 10-in., $5.64 per doz. 
pairs 

ICE SKATES.—Heavy bookings re- 
ported; new specifications coming in 
freely. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Key clamp—rocker, men 
and boys, bright finish, 76c. per pair: 
Key clamp—rocker, men and _ boys, 
nickel finish, $1.10 per pair; Key 
clamp-rocker, polished steel runners, 
$1.36 per pair; Key clamp, hockey, 
men and boys, $1.88 per pair; %& key 
elamp—rocker, women’s and _ girls’, 
$1.31 per pair; % key clamp—hockey, 
women’s and girls’, $1.38 per pair; 
Screw on hockey, $1.19 per pair; Men’s 
ice skate outfits, $4.75 per pair; 
Women’s ice skate outfits, $5 per pair. 

LANTERNS.—Fall demand good; sales 
expected to be heavy on these lines. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Dietz D-Lite, $13 doz.: with 
large fount, $14.25 doz.; Little Wizard, 
$8.50 doz.; Blizzard, $13 doz. 

NAILS.—Demand for this line keeping 
up remarkably strong. Very little being 
said about price changes due to the 
eight-hour working day now in effect. 
Stocks are in good condition, with 
shortages here and there in certain 
sizes. 

We quote from jobbers’ stocks, f.o.b. 


$7 doz.; 


still holding up 
made on price 
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Common wire nails, $3.80 
per keg base. The extra for gal- 
vanized nails is now $2.25 for 1-in. 
a longer; $2.50 for shorter than 
1-in. . 


PAINTS AND OILS.—Linseed oil de- 
clined 12 cents per gallon. Denatured 
alcohol declined 1 cent per gallon. Tur- 
pentine advanced 4 cents per gallon. 
The demand for mixed paints is very 
heavy. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: 

Linseed Oil.—Raw, barrel lots, $1.05 
per gal.; 5-bbl. lots, $1 per gal. 

Linseed Oil.—Boiled, barrel lots, 
$1.07 per gal.; 5-bbl. lots, $1.02 per 
gal. 

 neieneeiaametitiamaaidian lots, 
gal. 

Denatured 
50c. per gal. 

White Lead.—100-lb. kegs, l4c. per 
100 lb.; 50-lb. kegs, 14%c. per 100 Ib.; 
25-lb. kegs, 144%4c. per 100 Ib.; 12%- 
lb. kegs, 14%c. per 100 lb. 

Dry Paste.—In barrels, 6%c. per Ib. 
Shellac.—(4-lb. goods) white, $4 per 
gal.; orange, $3.75 per gal. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 lb. 


PREPARED ROOFING.—Sales excel- 
lent at new prices; manufacturers re- 
port higher material and labor costs, 
which may mean higher fall prices. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Best grade slate surfaced 
prepared roofing, $1.85 per square; 
best tale surfaced, $2.20 per square; 
medium tale surfaced, $1.50 per 
square; light tale surfaced, 95c. per 
square; red rosin sheathing, $72 per 
ton. 


PYREX OVEN WARE. — Retailers 
showing much interest in this line for 
fall business, although it has estab- 
lished itself as an all-round year seller; 
current sales brisk. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: 
$1.20 


Chicago: 


$1.18 per 


Alcohol.—Barrel lots, 


Bread Pans.—No. 212, doz. ; 
No. 214, $12 doz. 

Casseroles. —- Round, $12 
doz.; No. 168, $14 doz.; $12 
doz.; No. 184, $14 doz. 

Casseroles.—Oval, No. 193, $12 doz.; 
No. 197, $14 doz. 

Nursing Bottles.—Narrow neck, flat 
shape and wide mouth, 4-o0z. (nar- 
row neck only), &80c. per doz.; all 
styles, 6-o0z., $1.60 per doz.; 8-oz., $2 
per doz.; 10-0z., $2.40 per doz. 

Pie Plates.—No. 202, $6 doz.; 
203, $7.20 doz.; No. 209, $7.20 doz. 

Tea Pots.—2-cup, $20 doz.; 4-cup, 
$24 doz.; 6-cup, $28 doz. , 

Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 


ROLLER SKATES.—Current demand 
very good; fall demand expected to be 
heavy. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Union Boys’ skates, $1.55 
pair; Girls’, $1.65 pair. 

ROPE, SISAL AND MANILA.—Sales 
quieter after harvest season; prices un- 
changed on best quality. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: First quality manila rope, 
standard brand, 18%c. to 20%c. per 
lb.; No. 2 manila rope, 17c. to.18%e. 
per lb. base; so-called hardware grade 
manila rope, 17%c. per Ib.; No. 1 
rope, highest quality, standard 
brands, 14%c. to 16%c. per lb. base; 
No. 2 sisal rope, standard brands, 
13%e. to 15e. per lb. base. 


RADIO.—Sales are starting to pick up. 
Radio B batteries, 22%4-volt, large size, 
have been reduced from $1.80 to $1.65. 
Small size have been reduced from 
$1.05 to 96 cents each. This line is be- 
coming one of the standard lines of 
the hardware store, Big fall and winter 
business is expected. 


No. 
No. 


167, 


183, 


No. 
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SASH CORD.—Sales continue in fair 
volume; prices expected to go higher, 


We quote from jobbers’ stocks, f.o.b, 
Chicago: No. standard brands, 
$10.35 per doz. hanks; No. 8, $12 per 
doz. hanks. 


SASH PULLEYS.—Demand continues 
good; factories making better deliv- 
eries. 


We quote from jobbers’ stocks, f.o.!) 
Chicago: Common sash pulleys, 0c 
doz.; barrels, 54c. doz.; Common 
Sense, 2-in., 60c. doz., barrels, Sic 
nen No. 105, 57¢c. doz., barrels, 5c. 
aoz. 


SASH WEIGHTS.—Demand continues 
heavy; prices unchanged. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Standard sizes in ton lots 
at $47.50 per ton. 

SCREWS.—Excellent orders being 
placed; fair stocks reported by whole- 
salers. 

We quote from jobbers’ stocks, f.o.) 
Chicago: Flat head bright screws, sv 
per cent new list: round head blued, 
78 per cent new list; flat head brass, 
76 per cent new list; round head 
brass, 74 per cent new list; japanned, 
74 per cent new list. 


SOLDER AND BABBITT METAL— 
Prices are unchanged, although metal 
prices are stronger. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Warranted 50-50 solder, 
$26 per 100 lb.; medium 45-55 solder, 
$25 per 100 lb.; tinners’ 40-60 solder, 
$24 per 100 Ib.; high speed babbitt 
metal, $20 per 100 1lb.; Standard No. 4 
babbitt metal, $11 per 100 Ib. 


STOVE PIPE AND ELBOWS.—Prices 
expected to remain firm during fall 
season; current demand good; future 
business record breaking. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: . 

Stove Pipe.—30-gage, 6-in. nested 
blued pipe, $14 per 100 joints; 28- 
gage, $16 per 100 joints; 26-gage, $18 
per 100 joints. 

Elbows.—6-in. blued corrugated, 
30-gage, $1.45 doz.; 38-gage, $1.60 doz 

Coal Hods.—Galvanized, 17-in., $5.40 
per doz. 

Stove Boards.—Crystal, 38-in., $28.0 
per doz. 


WIRE GOODS.—Some talk has been 
heard about prices on screen wire and 
poultry netting for next season. It is 
not probable that these prices wil be 
announced until October. Current de- 
mand good for the season. 


We quote from jobbers’ stocks, f.0.b 
Chicago: No. 8 black annealed wire, 
$3.70 per 100 Ib.; catch weight spool 
galvanized cattle or hog wire. $4.60 
per 100 80-rod spool galvanized 
hog wire, $3.98 per spool; No. 9 gal- 
vanized plain wire, $4.15 per 100 Ib.; 
polished fence staples, $4.25 per 100 
Ib.; catch weight spools painted barb 
wire, $4.30 per 100 Ib.; 12-mesh black 
wire cloth, $2 per 100 sq. ft.; 12-mesh 
galvanized wire cloth, $2.35 per 100 
sq. ft.; galvanized before poultry net- 
ting, 45-10 per cent discount; gal- 
vanized after poultry netting, 45 per 
cent discount. 

WHEELBARROWS. — Stocks _ better; 
demand active; prices unchanged. 

We quote from jobbers’ stocks, f.0.b 
Chicago: No. 4 tubular, $7.50 each; 
No. 14 steel tray and leg, contractor's 
barrow, $7.25 each; competitive grade 
steel tray, $4.50 each; common wood 
bolted, $3.75 each; steel leg, garden 
barrows, $6 each. 


WRENCHES.—Nothing new in this 
situation; business excellent; prices un- 
changed. 

We quote from jobbers’ stocks, f.0.b 
Chicago: Agricultural wrenches, 6 
per cent off list; Coes wrenches, 40-10 
per cent off; engineers’ wrenches, © 
ner cent off; knife handle wrenches. 
40-10 per cent off. Stillson, 60-10 per 
cent off; Trimo, 60-7% per cent oll. 
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Price Changes of Minor Nature 


Plentiful in New England Territory 


(Boston office of HARDWARE AGE) 
EW ENGLAND retail dealers look for quite an im- 
provement in business from now on, inasmuch as 
the flow of people will be back to homes from coun- 
try and seashore. The trade is generally of the opinion that 
people are in a frame of mind to make purchases of mer- 
chandise needed, and that most everything handled in 


Shelf hardware jobbers during the past week were busy 
attending the immediate and future requirements of the 
retail trade. The heavy hardware houses also report a 
highly satisfactory volume of transactions, with prices 
steady and unchanged. Mill supply houses just about held 
their own since last reports, business being only fair at 


hardware stores will find a ready market. The average best. Another week, however, will see a decided improve- 


retail dealer, it is believed, is carrying a good assortment 
of merchandise, but a small amount of each individual 
items. He has in a majority of cases ordered goods for 
fall and winter delivery and has timed actual delivery of 
goods to good advantage. Jobbers report there are, as is 
usually the case, some slow pay accounts, but lay stress 
on the fact that the average retail dealer in this terri- 
tory has materially improved his financial standing dur- 


ing the past summer months. 


APPLE PARERS.—Movement out of 
local jobbers’ stocks increasing, sales 
still behind those of a year ago. 

We quote from Boston jobbers’ 
stocks: 

Apple Parers.—Little Star $9 per 
doz. net; Rocking table, $12; Goodell 
turntable, No. 98, $12. 

AXES.—New business coming in satis- 
factorily; indications are for one of 
the largest seasons on record; retail! 
stocks understood to be unusually 
small, 

We quote from Boston jobbers’ 
stocks: 

Axes.—Single bit, $14.50 per doz. 
base; double bit, $19.50. With han- 
dles, single bit, $18.75 per doz. 


BALANCES.—Jobbers’ quotations on 
the Landers, Frary & Clark line of 
spring balances have been advanced 
about 10 per cent to conform with re- 
cent list issued by the manufacturers. 

We quote from Boston jobbers’ 
a Balances.—No. 3, $3. per 
doz., list; No. 51, $6; No. 81, $8; No. 
84, $16; No. 273, $30; No. 87, $84. 

Discount of 45 and 5 per cent.. 

BATHROOM FIXTURES. — Jobbers 
have been advised by Landers, Frary & 
Clark of an advance in bathroom fix- 
tures and new local prices will be issued 
shortly. 
BRASS.—Brass sheets, wire, rods and 
tubing have declined % cent a lb. fol- 
lowing new lists recently issued by the 
American Brass Co. 

CHALK.—There appears to be an un- 
usual demand for carpenter’s chalk, 
which reflects continued activity in 
building lines. 

We quote from Boston jobbers’ 
“Carpenter's Chalk.—White, $1.28 
per ‘gross; red, $1.60; blue, $1.60. 

COFFEE MILLS.—New prices have 
been put into effect by local jobbers 
on the Landers, Frary & Clark line of 
coffee mills, which show a slight up- 
ward adjustment, 


We quote from Boston jobbers’ 
stocks: 

Coffee Mills.— Landers, Frary & 
Clark line, No. 0014, $13.25 per doz. 
net; No. 014, $15; No. 44, $9.50; No. 
109, $12.50; No, 110, $15.50. 


COTTER PINS.—An advance of ap- 
proximately 25 per cent has been made 
here in assorted screw top boxes. These 


cotter pins are now quoted at $1.25 per 
dozen in boxes. 

DOOR SPRINGS.—New prices are out 
on the Perfect wire door springs, which 
shew an advance of about 10 per cent. 

We quote from Boston jobbers’ 
stocks: 

Door Springs.—No. 11, 45c. per doz. 
net; No. 12, 50c.; No. 13, 55c.; No. 
14, 60c.; No. 15, 67c. 

DRILLS AND REAMERS.—It has 
been intimated to jobbers that a de- 
cline of better than 10 per cent will 
shortly be announced in some lines of 
expansion reamers. Prices on other 
drills and reamers apparently are on 
a steady foundation. 


We quote from Boston jobbers’ 
stocks: 

Drilis.—Carbon, sizes up to 1%-in., 
tapered and straight shank, 60 per 
cent discount to 60 and 10 per cent 


discount; fit stock drills, 60 per cent 
discount; center drills, 65 per cent 
discount: drills and  countersinks 
combined, 20 per cent discount; 
ratchet drills, 30 per cent discount; 
wood boring brace bits, 50 per cent 
discount; high speed drills, 50 and 10 
per cent discount; jobbers’ letter and 
number sizes, 50 and 10 per cent dis- 
count; electricians’ drills, 10 per cent 
discount. 

Reamers.—Bit stock, 20 per cent 
discount; bright square and T. 8S. 
standard makes, 65 per cent discount; 
checking, 25 per cent discount: ta- 
pered pins, 40 per cent discount; es- 
cutcheon pins, 45 per cent discount; 
small fluted rose and socket ream- 
ers, 20 per cent discount. 


FRUIT PICKERS.—Demand for fruit 
pickers good; average weekly sales 
well ahead of those last year at this 
time. 


We quote from Boston jobbers’ 
stocks: 

Fruit .Pickers.—Peerless No. 29, 
without wire-wound socket, $5.50 per 
doz. net; Perfect, No. 327, $5.50. 

GARDEN TOOLS.—Jobbers out for 
next spring business on garden tools: 


new prices recently announced. 


HACK SAWS.—The market on hack 
saws, after a long period of stability, 
appears to be more or less unsettled 
by price cutting here and there in the 
wholesale market. 

We quote from Boston jobbers’ 
stocks: 

Hack Saws.—Standard makes, in 
lots of less than %-gross, 33% per 
cent discount; in one to tive gross 
lots, 40 per cent discount, in five 
gross lots and more, 40 and 10 per 
cent discount. 





ment in this branch of the wholesale hardware market, for 
sufficient orders have come to hand the past two or three 
days to warrant the statement. There are unmistakable 
signs that various kinds of shops and manufactories using 
mill supplies are about to increase their working schedules. 
The general hardware situation therefore appears on a 
healthy foundation, with indications of more rather than 
less business and profits. 


HAMMERS.—Prices here on the May- 
dole line of Brown hammers have been 
marked up about 10 per cent to conform 
with new lists issued by the manufac- 
turers, 


We quote from Boston jobbers’ 
stocks: 

Carpenters’ Hammers. — Maydole 
line, No. 111%, $12.50 per doz. net; 
No. 12, $12.65; No. 12%, $11.82; No. 
711, $14.62; No. 711%, $13.50; No. 70, 
$18.75. Brown Hammers.—No. 18, 
$8.50 per doz.; No. 12, $9.50; No. 11%, 
$10.12; No. 11, $11; No. 711%, $10.12, 
and No. 712, $9.50. 

Heavy Hammers, etc. — Heavy, 
under 5 Ib., 50 and 10 per cent dis- 
count; over 5 Ib., 60 per cent dis- 
count. Stone hammers, 50 and 10 per 
cent discount; wood choppers’ mauls, 
50 and 10 per cent discount. 


HOSE.—Some manufacturers of rubber 
hose will shortly announce new spring 
prices. Continued dry weather has 
made for unusual activity in rubber 
hose during August, jobbers in some 
cases saying that all previous sales rec- 
ords have been broken. 


We quote from Boston jobbers’ 
stocks: 

Rubber Hose.—Milo, 12c. per foot; 
Good Luck, 11%c.; Bull Dog, 14%e. 


KEGS.—Local jobbers’ stocks of cider 
kegs are materially reduced, and prob- 
abilities are they will not be replenished 
this season. 
We quote from jobbers’ stocks: 
Cider Kegs.—Red oak, inside and 
outside finished, 5-gal., $1.65 each net; 
10-gal., $2.20; 15-gal., $2.50; 20-gal. 
$2.95; 25-g2al., $3.30; 30-gal., $3.65; 50- 
wal., $5.30. 
MILK AND CREAM SCALES.—The 
prices here on Landers, Frary & Clark’s 
No. 220% milk and cream scale has 
been slightly revised to $9 each, less 
25, 10 and 10 per cent discount. 
MIXERS.—Jobbers ars now quoting the 
Universal line of cak= mixer and bread 
maker at $4 each, less 25 and 10 per 
cent discount, and the Universal 
mayonnaise mixer No. 150 at $3.50 
each, less 25 and 10 per cent. These 
prices represent a moderate advance. 
NAILS.—During the past week there 
has been a big demand for all kinds 
of nails and jobbers’ stocks are in many 
cases badly broken. 





We quote from 3oston jobbers’ 
stocks: 

Nails.—Wire, $4.10 per keg, base, 
from store; from mill, in less than 
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carload lots, $3.35 per keg, base, 
and in carload lots, $3.10 per keg, 
base, f.o.b. Pittsburgh. Galvanized 
wire nails, l-in. and longer, add $2.5 
per keg; shorter than l-in., $2.75; 
cut nails, from store, $4.55 per keg, 
base; direct shipments, in car lots, 
$3.60 per keg, base; in less than car 
lots, $3.75; Tremont, cut nails, in car 
lots, $4.10 per keg, base; in less than 
car lots, $4.25; all car lots and less 
than car lots, f.o.b. mill; galvanized 
cut, from stocks, 4 penny and smaller, 
$7.85 per keg, base, large, $8.20; from 
factory, 4 penny and smaller, $7.35 
per keg, base; larger, $7.70; cement 
coated nails from mill, in less than 
carloads, $3.75 per keg, base; in car- 
loads, $3.45; hard steel nails, from 
store, $8.10 per keg, base; from fac- 
tory, $7.60; blued 3-pennyweight, 
light sterilized lath, $2.05 per keg. 
OIL CANS.—Orders for oil cans flow- 
ing in freely; jobbers’ stocks in fair 
condition; fairly prompt deliveries 
being made. 

We quote from Boston jobbers’ 
stocks: 

Oil Cans.—l-gal., $4.25 per dozen, 
net; 5-gal., No. 14, with brass faucet, 
$15: 5-gal. Monarch, No. 9, $13.25; 
5-gal., brass lever, Peerless, No. 23, 
$20; 5-gal., with large spout, No. 505, 
for gasoline, $12.50; 2-gal., Aetna, 
No. 61, m 

POTATO DIGGERS.—Orders coming 
in from rural points in good numbers; 
jobbers’ stocks down to narrow limits. 

We quote from bBuston jobbers’ 
stocks: 

Potato Diggers.—Five oval prong, 
goose neck, $11.10 per doz. net; bent 
head, $11.10; six oval prong goose 
neck, $12.05; bent head, $12.05. 

POTATO RICERS.—A slight decline 
has taken place on the Landers, Frary 
& Clark No. 11 potato ricer, which is 
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now quoted at $4.50 per dozen. 

SASH CORD.—Manufacturers of sash 
cord have reduced prices 1 cent to 2 
cents per lb., and jobbers’ prices have 
been adjusted accordingly. 

We quote from Boston jobbers’ 
stocks: 

Sash Cord.—Acme, 44c. per lb. base; 
Sacham, 43c.; Massachusetts, 70c.; 
Sampson spot, 76c. 

SCALES.—Family scales in good de- 
mand; prices quoted as heretofore. 

We quote from Boston jobbers’ 
stocks: ; 

Family Scales.—Universal line. No. 
6021, $1.75 each net; No. 16021, $2. 

SIDEWALK CLEANERS.—Additional 
orders for sidewalk cleaners, taken at 
prices issued early in August, are noted 
by the jobbing trade. 

We quote from Boston jobbers’ 
stocks: 

Sidewalk Cleaners.—No. 6 shank, 
$5.10 per doz.; No. OSC, $8.70; No. 
SW, $7.10; No. 3%, $10, net. 

TRAPS.—All kinds of mouse and rat 
traps in excellent demand; prices on a 
steady basis. 

We quote from Boston jobbers’ 
stocks: ‘ 

Mouse Traps.—Victor, 22c. per doz. 
net and $2.40 per gross; Official, 25c 
per doz.; four-hole choker, $1 per doz. 
and $11.50 per gross. 

Rat Traps.—Victor, 90c. per doz. 
net; Official, $1.20 per doz. 

WEATHER’ STRIP.—Weather _ striv 
selling freely for delivery beginning 
next month, 


We quote from Boston jobbers’ 
lists: 
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No. 60, full bundles, 60, 10, 10 and 5 
per cent discount, broken bundles, 
60, 10 and 10 per cent discount. 


WINDOW GLASS.—Further shipments 
of window glass on orders placed some 
time ago are reported by jobbers here, 
In addition, new business has been on 
a very satisfactory scale. There seems 
to be little doubt in the minds of the 
trade but that 1923 will be a banner 
year in the window glass market. 
We quote from 3oston jobbers’ 
stocks: 
Window Glass.—Single A, 25 brack- 
et, 85 per cent discount; 34 to 40 
bracket, 84 per cent discount; larger, 
82 per cent discount. Double A, all 
sizes, 83 per cent discount. Single 
B, 25 bracket, 85 per cent discount; 
34 to 40 bracket, 85 per cent disco.nt; 
larger, 83 per cent discount. Double 
B, all sizes, 86 per cent discoun: 
WOOD SAWS AND BUCKS.—Orders 
continue to flow in freely. Most of 
the business being placed now is for 
deliveries beginning next month ani 
extending through October = and 
November. . 
We quote from Boston jobbers’ 
stocks: 
Framed Wood Saws.—No. 10, $10.50 
per doz. net; No. 40, $13.45; No. 45, 
$13.45; No. 111, $17.40, all 32-in 
Saw Bucks.—Rigid, No. 14, $4.50 
per doz. net; folding, $4.50. 
SHEET ZINC.—Sheet zinc has been 
advanced % cents per lb. base. 
We quote from Boston jobbers’ 
stocks: 
Sheet Zinc.—600-Ib. cask. 10%¢ per 
Ib.; 200-lb., 11%c.; 100-Ib., 11%e.; 
broken lots, 11%c. 


Production Unaffected by 8-Hour Day, 
Is Report from Pittsburgh District 


(Pittsburgh office of HARDWARE AGE) 
UGUST was a better month in the steel trade from 
A point of new orders entered by the mills than July, 
and September is expected to go ahead of August. 
This is based on the fact that fall buying usually starts 
in September, and in the product of tin plate it is likely 
that some large contracts will be placed in September for 
tin plate delivery in the last quarter of this year. In ad- 
dition, it is known that stocks of consumers and jobbers 
are running pretty low, and these will have to be replen- 
ished in the near future. The increase in new demand for 
steel products in August was mostly in sheets, but in the 
smaller sizes of pipe, also in cold-rolled and hot-rolled 
steel, there was a decided increase. 

The adoption of the eight-hour day in the steel mills is 
going ahead slowly with the independent steel mills, but 
with the mills of the Steel Corporation in all districts, is 
an accomplished fact. Operating officials of this company 
say that so far as it has gone, the introduction of the 
eight-hour day has been put in effect without any appre- 
ciable decrease in output in any of its mills, also that only 
in one or two plants has there been any material increase 
in costs, and these have been offset by economies effected 
in other mills. 

It is a matter of congratulation to all connected with 
the steel trade in any way, also with the general public, 
that the eight-hour day has been so successfully intro- 
duced in ‘the steel mills and other manufacturing plants 
with so little friction, and with no material. increase in 
costs or loss in manufacturing output. 

Partly due to the introduction of the eight-hour day, 
but more to the general falling off in demand for steel 
products, the output of pig iron and steel ingots showed 
a falling off in August as compared with July. This was 


predicted in our reports of several weeks ago. At this 
time the steel mills of the Steel Corporation are operating 
to about 85 to 90 per cent of capacity, while the indepen- 
dent steel companies are running at about 80 per cent, in 
some cases slightly less. 

The bugaboo that is hanging over general business now 
is the prospect of a general strike in the anthracite coal 
trade, but it is hoped that this may be averted. If a strike 
comes, it will not harm manufacturers in the Pittsburgh 
district to any great extent. The two fuels used here for 
manufacturing purposes are soft coal and natural gas, 
practically no anthracite coal coming to the Pittsburgh 
district, either for manufacturing or domestic uses. One 
result of the impending strike has been to firm up prices 
of Connellsville coke to some extent. If the anthracite 
strike starts, there will be a good deal of coke shipped 
to the East, much of it to be used for domestie purposes. 
If coke prices should show any material advances, it 
might mean that pig iron, in which coke is so largely used 
in its manufacture, would advance in price, but this is very 
premature. 

Much of the present new demand for finished steel prod 
ucts is coming from the automobile builders, who have been 
buying liberally for about a month. These orders are for 
body and fender sheets, also for hot and cold-rolled strip 
steel, and for the small forgings used in the manufacture 
of cars. As noted before, the new models of cars that have 
thus appeared have had the indorsement of buyers, orders 
have been placed freely for these new models, and the 
builders of them have felt warranted in contracting for 
their steel parts over the remainder of this year, and have 
done so. 

Changes in prices of steel products in the past week 
were practically nil. The way prices have held up over 
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AXES.—Local jobbers report fair de- 
mand from retail trade; prices holding 
firm; several makers very much back 
in shipments; retail trade quite active. 


We quote from jobbers’ stocks, 
f.o.b. Pittsburgh, as follows: 

First grade, single bitted axes, 
handled, $19 per doz.; unhandled, $15 
per doz.; double bitted axes, handled, 
$24 per doz.; unhandled, $20 per doz.; 
second grade axes, single’ bitted, 
handled, $17.50 per doz.; unhandled, 
$14.50 per- doz.; double bitted, han- 
dled, $21 per doz.; unhandled, $18 per 
doz. 


BOLTS AND NUTS.—As noted re- 
cently, the makers of nuts and bolts 
have adopted new extras on nuts and 
bolts, also have made some slight re- 
ductions in prices, due to some un- 
eveness in the general market that has 
existed for some time. Makers report 
that demand is fair, buyers still con- 
fining their orders mostly to small lots 
to cover nearby needs. Prices and dis- 
counts on nuts and bolts, also on rivets 
effective from Sept. 1, in large lots, are 
now as follows: 


Bolts and Nuts. Machine bolts, 
small, rolled threads, 60 and 10 per 
cent off list. Machine bolts, small, 
cut threads, 50,10 and 10 per cent off 
list; machine bolts, larger and long- 
er, 50, 10 and 10 per cent off list. 
Carriage bolts, %x6-in.; smaller and 
shorter, rolled threads, 60 and 10 per 
cent off list; cut threads, 50 and 10 
per cent off list; larger and longer, 
50 and 10 per cent off list. Lag 
screws, 65 and 5 per cent off list. 
Plow bolts, Nos. 1, 2 and 3 heads, 
50 and 10 per cent off list; other style 
heads, 20 per cent extra. Machine 
bolts, c.p.c, and t. nuts, %x4-in. 45 
and 10 per cent off list; larger and 
longer, 45 and 10 per cent off list. 
Hot pressed square or hexagon, 
blank, 8, 50c. off list. Hot pressed 
nuts, tapped, 3, 50c. off list. C.p.c 
and t., square or hexagon nuts, blank, 
3, 50c. off list. Semi-finished hexagon 
nuts, 9/16 and smaller, U. S. S. 80 
and 10 per cent off list; %-in. and 
larger, U. S. S. 75 and 10 per 
cent off list; small sizes, S. A. E. 
80 and 10 per cent off list; S. A. E. 
%-in. and larger, U.S.S. 75 and 10 
per cent off list; stove bolts in bulk, 
75, 10. 5 and 2% per cent off list. 
Tire bolts, 50, 10 and 10 per cent off 
list. Bolt ends with hot pressed nuts, 
50, 10 and 10 per cent off list. Turn- 
buckles, with ends, % in. and smaller, 
55 and 5 to 50 per cent off list. Turn- 
buckles, without ends, % in. and 
smaller, 70 and 10 to 65 and 5 per 
cent off list. Washers, 5c. to 5.25c. 
off list. 

Cap and Set Screws.—Milled square 
and hex. head cap screws, 65 and 10 
per cent off list. Milled set screws, 
65 and 10 per cent off list. Upset cap 
screws, 75 per cent off list. Upset set 
Screws, 75 per cent off list. - Milled 
studs, 50 per cent off list. 


the past three months or more in the face of a large fall- 
ing off in new demand is really remarkable. Some time ago 
there was a general feeling that steel prices were about due 
for a drop, but this did not come to pass, and at present 
the whole steel market can be said to be firm, with no 
signs of any recessions in the near future. In black sheets, 
some large buyers with a few small mills have been able 
to shade about $2 per ton, but most mills have held abso- 
lutely to the market. Last. week a report was wired all 
over the country that the American Sheet & Tin Plate 
Co., the tin plate interest of the Steel Corporation, had 
reaffirmed the present price of $5.50 per base box at mill, 
but on investigation this was found to be untrue. The 
price of tin plate in large lots for last quarter will not be 
announced until early in September, and while a slight 
advance is expected by some in the trade, the general be- 
lief is that the dbove named price will be reaffirmed for 
last quarter. The makers of nuts and bolts have announced 
slightly lower prices on some grades of bolts, due to some 
cutting in prices that has’ been going on for some time, 
and also may make some small reductions on certain 
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lections are fair. 


Rivets.—Large structural and 
rivets, base, per 100 lIb., $3 to $ 
Large boiler rivets, base 100 Ib., 
to $3.20. Small rivets, 65 and 10 to 
65 and 5 off list. Jobbers charge the 
usual advances over the above prices 
for small lots out of stock. 

CUT NAILS.—Owing to the great ac- 
tivity in the building trades, and from 
certain sections where cut nails still 
have the preference over wire nails, the 
new demand for steel cut nails is quite 
active. The regular price on iron and 
steel cut nails in large lots is $3.25 
base, per keg, at mill, jobbers charging 
the usual advances for small lots from 
stock. In some parts of eastern Penn- 
sylvania iron cut nails are still used in 
preference to either steel cut or wire 
nails. 

IRON AND STEEL BARS.—There is 
no increase in the new demand for 
either iron or steel bars, which for some 
time has been quiet, and only for small 
lots to meet current needs. The mills 
report that specifications on contracts 
are coming in quite freely, but there 
is not much disposition on the part of 
jobbers or consumers to buy for last 
quarter of the year delivery. 

Warehouse prices on steel bars in 
small lots are now 3.15c.; for struc- 
tural steel shapes, 3.25¢.; steel bands, 
4.15c. and for steel hoops, 3.95c. These 


prices are also being charged by 
jobbers out of stock. 


SHEETS.—The new demand for auto- 
mobile sheets is much better, and some 
good contracts for last quarter delivery 
have lately been placed with the mills, 
and it is reported, at full prices. The 
demand for ordinary black, blue an- 
nealed and galvanized sheets is fair, 
but is mostly for small lots to meet 
actual needs. So far there has not been 
much buying of sheets by jobbers or the 
large consumers for last quarter of the 
year delivery. Prices are holding re- 
markably firm, these being 3.85 cents 
for 28-gage black sheets, 3 cents for 
blue annealed, gages 9 to 10, while 28- 
gage galvanized sheets are 5 cents at 
mill, all these prices being for carloads 
or larger lots, f.o.b. maker’s mills, 








| ie salesmanship both ends of 
the body are used—success 
depending on which end is the 
‘omost active. 





kinds of nuts for the same reason. Outside of these, the 
market on all steel commodities is holding very firm, and 
it is not believed there will be any important changes over 
the next two or three months, and perhaps longer. 
Jobbers and retailers report the hardware trade as fairly 
satisfactory. August is always one of the dull months 
in hardware, the other being July, and it is expected that 
September will show a nice increase in volume of business 
over August. Deliveries of hardware products by the 
makers are better than for a long time, but on certain lines, 
notably on mechanics’ tools, there is still some delay. One 
leading maker told a local jobber the other day who visited 
his plant that he was more than three months back in 
shipments and did not expect to catch up this year. Orders 
for fall goods placed some time ago are now being shipped 
in, and local retailers are looking forward to a good fall 
trade. The local building trade is active, and sales of 
building materials carried by hardware stores are good. 
Hardware prices show no changes worthy of note. Col- 
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Pittsburgh. For small lots, jobbers 
charge the usual advances. 
SHOVELS.—Makers report a seasona- 
ble demand, but say they could take 
care of more orders if they had them. 
Prices are holding firm, jobbers quoting 
about $11 for fourth grade black plain 
and $12 for polished per doz. from 
stock. 

STEEL PIPE.—There is still a great 
scarcity in the smaller sizes of steel 
pipe used in building construction, the 
mills being sold up for several months, 
while stocks are practically exhausted, 
and have been for some time. Demand 
for merchant pipe and line pipe has 
shown considerable falling off, ship- 
ments of the mills for some time having 
been in excess of new orders. Prices 
are firm, but without change. Prices 
on small lots from stock are as fol- 
lows: 





Black Galv. Black Galvy 
ye... .$3.39 wa Bi kic.o epee $9.21 
4 Ty 1%.. 9.71 12.59 
%. 3 36 $5.00 1% 11.60 15.05 
Me..e- 4.17 5.43 2.... 15.61 20.25 
Wiese eae 6.56 2%. .24.68 


Above prices per 100 ft. f.0.b. Pitts- 
burgh. 
TIN PLATE.—As yet prices on tin 
plate for last quarter of this year de- 
livery have not been announced, but 
probably will be in the week beginning 
Sept. 13. It is expected that present 
prices will be reaffirmed, but this is not 
officially confirmed. The present price 
in large lots is $5.50 per- base box at 
maker’s mill, f.o.b. Pittsburgh. 
WIRE PRODUCTS.—Current orders 
for wire and wire nails are small, and 
mostly for small lots to cover early 
needs. The American Steel & Wire Co. 
is now in shape to make deliveries in 
about four weeks from date of order, 
while the independent mills can ship 
out quicker if the buyer is in a hurry 
for the goods. Prices are firm, but 
without change. 
Jobbers quote retail trade from 
stock as follows: 
Wire nails, $3.40 to $3.50 base per 
keg; galvanized, 2-point cattle wire, 
$3.38 per spool; galvanized 2-point 


hay wire, $3.63 per spool; galvanized, 
4-point cattle wire, $3.60 per spool: 


galvanized. 4-point hay wire. $3.90 
per spool; No. 9 annealed fence wire, 
$3.30 per 100 Ib.;: No. 9 galvanized 
fence wire, $3.90 per 100 Ib.: woven 


wire fencing, 63 per cent off list. All 
the above prices on spools are for 
80-rod, 
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Fall Lines Active in Cleveland 


HARDWARE AGE 


September 6, 1923 


—Prompt Placing of Orders Urged 


(Cleveland office of HARDWARE AGE) 
OBBERS are working overtime preparing goods for 
J delivery, due to the unusually large volume of orders 
received during August calling for Sept. 1, 1923, ship- 
Dealers are requesting prompt deliveries on this 
merchandise, suggesting retail demand. Current whole- 


ment. 


sale business is active on fall lines. 


Local stocks of alarm clocks and cutlery are somewhat 
depleted. Jobbers continue to advise prompt placement 
of orders on all fall and winter requirements, believing 
that shortages are to be expected and reductions a ques- 


ACCESSORIES AND TIRES.—Brisk 
sales continue; jobbers expect touring 
trade to remain active for some weeks; 
stocks adequate; prices steady. Bump- 
ers, tool kits, auto tools, tire tools and 
jacks are in strong demand. 

We quote from_ jobbers’ stocks, 
f.o.b. Cleveland: Millers Falls, No. 145 
jacks, $4.75; Reliable jacks, No. i 
$2.33; No. 2, $3.33, in lots of 12; Derf 
spark plugs, 96c. each for all sizes 
in lots of less than 50; Champion X 
spark plugs, 45c. each for less than 
100 and 43c. each for over 100; Cham- 
pion regular, 53c. each for less than 
100, all sizes; 50c. each tor over 100; 
Reliable jacks, No. 00, $1; No. 1, $1.25; 
Nos. 2 and 3, $1.75. 

Snap-On Wrenches, No. 101, Master 
Service sets, $15.25 each; No. 202 
Heavy Duty sets, $8 each; No. 404 
Universal Socket sets, $7 each; No. 
505 B, Screw Driver sets, $3.40 each. 
Less 40 per cent on all Snap-On 
wrenches f.o.b. Milwaukee, Wis. 

ALARM CLOCKS.—Demand for alarm 
clocks came in with such a rush that 
wholesale stocks are somewhat tight. 
Models with luminous dials are par- 
ticularly short. No price changes are 
expected. 

AXES.—September deliveries being 
made; current orders fair; stocks sat- 
isfactory. Dealers placed orders three 
and four weeks ago for delivery Sept. 
1. It is said that about the fifteenth 
of the month there will probably be 
another session of heavier buying. 

Jobbers quote f.o.b. Cleveland as 
follows: First grade single bitted 
axes, handled, $19 per doz.; unhan- 
died, $14.50 per doz.; double bitted, 
handled. $24.50 per doz.; unhandled, 
$20 per doz. 

BINDER TWINE.—Dealers continue to 
fill-in on binder twine, though the bulk 
of this demand has been cared for. 
Stocks light; prices firm. 

Jobbers quote for mill shipment: 
Standard binder twine, $5.371%4 per 
bale; white sisal, $5.37% per bale; 
manila, 550 ft., $5.75; manila, 600 ft., 
$6.25; manila, 650 ft., $6.75. A dis- 
count of %c. per Ib. for 10,000 Ib. lots 
and \c. per Ib. for full car lots f.o.b. 
factory is allowed. Warehouse prices 
are 12%c. per bale higher. 

BOLTS AND NUTS.—Jobbers report 
that new list prices will be issued by 
manufacturers Sept. 1, 1923. A _ re- 
port is current that there has been a 
5 per cent reduction on certain sizes 
and kinds of bolts. Nuts are said to 
remain unchanged. Definite details and 
confirmation were not available at press 
time. 

Jobbers quote f.o.b.: Large ma- 
chine bolts, cut thread, 50 per cent 
off list; small. rolled thread, 50 and 5 
per cent off list; carriage bolts, large 


tion of doubt. 


busy. 


and small, cut thread, 45 per cent 
off list; stove bolts, 75 and 5 per cent 
ed list; hot pressed nuts, $3.25 off 
ist. 
CLIPPING MACHINES.—Moderate de- 
mand; light stocks; firm prices. 

We quote from jobbers’ 
f.o.b. Cleveland: Stewart No. 1 ball 
bearing clipping machines, $10.75; 
No. 360 top plate, $1; No. 361 bottom 
plate, $1.50; dealers’ discount 25 per 
cent. Stewart electric clipping ma- 
chines of standard voltages, hanging 
type, $80; pedestal type, $85. 

CUTLERY.—Dealers are being urged 
to place orders promptly for fall and 
winter requirements, to prevent short 
stocks. Jobbers report that cutlery 
factories may have difficulty in keep- 
ing abreast of the heavy demand. 
Wholesale stocks are barely adequate 
for current orders. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Orders are coming in satisfac- 
torily; heavy business anticipated; job- 
bers urge early consideration of fall 
needs; prices firm. 


Cleveland jobbers quote as follows 
for 500 ft. and over, delivery in cen- 
tral territory: Galvanized conductor 
pipe, 66 per cent off list; galvanized 
eaves trough, 74% per cent off list; 
ridge roll, 74% per cent off list. 
Round and corrugated conductor fit- 
tings are 65 per cent off list, f.o.b. 
Cleveland or factory, and square cor- 
rugated fittings, 50 per cent off list. 

FOOD CHOPPERS.—Jobbers making 
deliveries on orders taken, last month; 
stocks appear ample; prices unchanged. 

Food Choppers.—No. 5. $3.25 each: 
No. 10, $5.50 each; No. 22. $8.75 each; 
No. 32, $10.50 each: No. 22P. $13 each. 

Sausage Stuffers.—No. 15. $9 each: 
No. 25. $1050 each; No. 31, $11.50 
each; No 35h, $12.50 each. 

These nrices are list suhiect 
dealers’ discount of 25 and 7% 
cent. 

FRUIT CANS.—Wholesale trade lim- 
ited to consistent pick-up demand; re- 
tail sales very active. Jobbers quote 
$6 per gross for tin fruit cans. 


FRUIT JAR RUBBERS. — Limited 
pick-up demand at 75 cents per gross 
for good quality rubbers. Retail sales 
fairly heavy. 


GALVANIZED WARE.—Sales increas- 
ing slightly; prices firm; stocks ade- 
quate. 


Jobbers quote f.o.b. Cleveland: 
Galvanized tubs with wringer attach- 
ment. No. 1. $475 to $7 per doz.: No 
2, $7.50 to $7.75 per doz.: No. 3. $8.65 
to $9 per doz.: heavy tubs, No. 1, 
$13.75 per doz.: No. 2. $15.59 per doz.: 
No 3. $17.25 per doz.: nails, 10-qt., 
$2.25 per doz.; 12-at., $2.50 per doz.: 
14-qt.. $2.75 per doz.; 16-qt., $3.25 
per doz. 


stocks, 


to 
per 


Particular emphasis is placed on the im- 
portance of planning holiday needs. 

During the bad weather spell retail trade slumped 
off slightly but both dealers and jobbers are laying plans 
to do a big fall business. 

Collections are satisfactory. The demand for paint, 
window glass, axes, roller skates, accessories, cutlery, 
food choppers and silverware is very active. 
from rural districts are more optimistic. 


Reports 
City stores are 


GARDEN TOOLS AND HOSE.—Many 
dealers placing orders now for delivery 
in spring 1924, 

GASOLINE LAMPS AND LAN. 
TERNS.—Fall business appears to be 
good for this class of goods. Septem- 
ber camping requirements are expected 
to be good. Prices unchanged; stocks 
satisfactory. 


Cleveland jobbers quote Coleman 
Lanterns as follows: CQ-329, $6.25 
per doz.; CQ-318, $1 per doz.; LQ-327, 
$5.25 per doz. 


HANDLES.—Rural dealers buying 
some handles in small lots; city demand 
has been taken care of. 


Jobbers quote f.o.b. Cleveland: 
Hickory axe handles, single and 
double bolted, $4 per doz.; XX grade, 
$3.50 per doz.; X grade, $2.75 per 
doz.; No. 1 pick handles, $3.25 per 
doz.; best grades, $4.75 per doz.; 
American Fork & Hoe Co.’s wood D 
shovel, spade and screw handles, X 
grade, $4.60 per doz.; malleable D 
grade manure fork and spading fork 
handles, $3.75 per doz.; X grade long 
shovel spading handles, $3.10 per 
doz.; hay and manure fork handles, 
X grade, 4 ft., $2.25 per doz.; 4% ft., 
$2.50 per doz.; XX grade, 4 ft., $3 per 
doz.; 4% ft., $3.35 per doz. 


ICE SKATES.—Dealers are placing 
fairly heavy orders for delivery next 
month. Last year skates were unob- 
tainable in season, and jobbers warn 
the trade that December stocks will be 
very light, the demand probably ex- 
ceeding the supply. 


Cleveland jobbers quote as follows: 

Ice Skates, screw clamp model, men 
or women, No. 1624, 75c. per pair; No. 
1624%, nickel plated, $1.10 per pair: 
No. 172414, hardened and _ polished 
runners, $1.35 per pair; No. 1924%, 
flanged runners, $2.60 per pair. 

Ice Skates, hockey model, for men, 
No, 524%, $1.10 per pair; for women. 
No. 524% L, $1.35 per pair; polished 
and hardened runners, for men, No. 
424%, $1.45 per pair; for women, No 
424% L, $1.75 per pair: with flanged 
runners, for men, No. 924%, $2.80; for 
women, No. 924% IL, $3.30 per pair. 


LAWN MOWERS.—Jobbers _ report 
heavy volume of orders calling for 
spring delivery. 


NAILS AND WIRE.—Stocks tight; de- 
mand strong; eight-penny nails very 
hard to obtain; prices holding firm. 


Cleveland jobbers quote as follows: 
Nails, less than carload lots, stock 
shipments, $3.60 ner keg: No. 9 gal- 
vanized wire, $2.95 ner 100 Ib.: No ® 
annealed wire, $3.50 per 100 1b.; and 
cement coated nails, $3.25 per 190 !b 
Polished staples. $4.05 per 100 Ib.: 
ralvanized staples. $4.50 per 100 Ib 
Miscellaneous nails, 70 per cent off 
list. Cut nails, $4 per keg. 

‘ Wire brads, 70 and 10 per cent off 
st. 
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PAINTS AND OILS.—Prepared paint : Jobbers’ quotations, f.o.b. Cleve- items, largest in many years, accord- 


1 e an , - 4 . 
moving better; heavy September sales Roller skates, Nos. 4 and 5, $1.50 ing to reports. Retail demand limited 
expected. Materials are in good de- per pair; No. 6, $1.60 per pair. at present. Prices expected to hold 


mand. With the exception of linseed ROPE—Moderate sales; fair stocks; 
oil, there have been no price changes. steady prices. Rural dealers buying 
Linseed oil eased off 10 cents during better than city stores. 


for season; stocks ample; dealers re- 
quest immediate delivery. 


Cleveland jobbers quote as _ fol- 





the past ten days. Retail stocks ap- Cleveland jobbers quote the best lows: aa 
pear light. grades of manila rope, 19%c. per Ib. Stove pipe, nested blue, 28 gage, 
Pa ; : for mill shipments; 20%c. per Ib. for $16.40: per 100 j.; 26 gage, $19.20 per 
urpentine, in bbls., $1.11; less than stock shipments; second grade, 18\c. 100 j. ice 
bbls., $1.26 per gal. d per lb. for mill shipments: sisal rope, ‘ Elbows, 6 in., blued, corrugated, 
Linseed oil in bbls., $1.02; less best grade, 15%c. per lb. for mill 28 gage, $1.55 per doz. _ or ; 
om pee. $1.17. 3oiled, 2c. extra shipments and l6c. for stock ship- cee hods, galv., R in., $5.25 pet 
per gal. ments. doz. for open models. Same _ size 
; Denatured alcohol, 55¢c. per gal. 78 : ‘losed with funnel, $6.50 per doz. 
English Venetian red, in bbls. 1c. SASH WEIGHTS.—Fairly active de- “"Stove Boards, Crystal, 33 in., $20.25 
ne - i> Sous. ine ner m. ; mand for sash weights at $55 stock per doz. “% 
» lead, . kegs, e. per ° " ° indi ‘ — . p 
Ib.; in 50 Ib. and 25 Ib. kegs, 143%, c. shipment and $50 for factory shipment. WINDOW GLASS.—Business improv- 
ge » cae, me. bee >. This applies to weights from 3 to 29 ing; dealers are advised to prepare for 
| other prices are net. pounds. fall trade, as shortages are likely; plate 
| POULTRY NETTING AND WIRE SCREWS.—Sales good; stocks fair; no glass very active; prices firm. 
CLOTH. — Strong demand continues, further talk regarding price movement. Cleveland jobbers are quoting: ws 
; : s yi y glass, firs iree brackets, 
with tight stocks; prices steady. Jobbers quote wood screws as fol- Pan ay on oe 85 per cent off list: 
Cleveland jobbers quote: Painted lows, f.0.b. Cleveland: Flat head, over three brackets, same grades, 84 
| wire cloth, 12 mesh "32 05 per 100 bright, 75, 5, 5 and 5 per cent off per cent off list. Both sizes double 
sq. ft.; 14 me sh $2.55 er 100° sc 6 list; round head, blued, 75, 5, 5 and A and B, 86 per cent off list. 
white metal or Gulvauiane 12. rh 5 per cent off list; round head, nick- Lights, single and double, 80 per 
$2.60 per 100 sq “tt _ gees a) 90 eled, 65, 5, 5 and 5 per cent off list. cent off list. 
: per 100 sq. ft.; bronze, $7.20 to $7.35 and round head, brass, 70, 5, 5 and Single AA paper wrapped, 82 per 
per 100 sq. ft. ai or i 5 per cent off list. cent off; double AA paper wrapped, ‘ 
= A to. ¢ : re ff list; lights, AA pape 
ROLLER SKATES.—Current demand SIVERWARE.—Demand is_ increasing Thame. : 
fairly heavy; prices quoted are sub- for silverware, aang | in sets; _ Putty, pure, in 12% Ib. — 36.5 
: H S € i yer CWt.;, In 2. » Kegs, i) er C¢ os 
ject to delivery prior to Dec. 1, 1923. bers suggest placing orders now for per eae: ee ak Sons: 
Jobbers advocate placing orders now holiday needs; prices firm. mercial grade, in 12% Ib. lots, $4.75 


for remainder of year; supply limited; STOVE PIPE AND ELBOWS.—Very per cwt.; in 25 Ib. lots, $4.25 per cwt. ; 


: in 100 lb. lots, $3.75 per cwt. Glaziers’ 
current stocks light. heavy wholesale demand for these points range from 20 to 22c. per Ib. 


Retail Business Improves in Twin Cities 
—Outlook Reported as Promising 


(linneapois ofice of Hanowans Act) — BOLTS.—Sales only fair; stocks good; We quate fom Jobers’ stocks, £0) 
ETAIL hardware business in gen- prices steady, but shaded for large ard No. 1, $6.85 per doz.; No. 2. $1.75; 

i - No. 3, $8.95. Heavy galvanized tubs, 

ae Te teern: meee age gerne orders. No. 1, $12; No. 2, $13.25; No. 3, $14.50. 


ment with the approach of the We quote from jobbers’ stocks, f.0.b. 
fall season, possibly stimulated some- Twin ge 4 = small ane large GLASS AND PUTTY.—Demand show- 
carriage oits, - er cent; sma . . ‘ % * oe 
what by the unusually cold August and a rey: A i Polts, 40-10 per ing improvement; stocks good; prices ; 
weather. Dealers appear to be optimis- cent; stove bolts, 70 per cent; lag firm. 


oe ee ee We quote from jobbers’ stocks, f.o.b. 


Se et © Good Ene Naniness, O06 OOR- ene BAROWAREDediling TTS SNiiS eae eh eeee tock £02. ' 


eral conditions appear to warrant this. 


: “ P : ‘ i iv s are per cent; double strength glass, 84 
Business in all other lines is also im- operations as far as pri ate a but per cent. Putty, 50-Ib. steel drums, 
proving concerned has let up considerably, bu $5 per cwt.; 25-lb. steel drums, $5.20 

“ there is still a large amount of con- per cwt. » 


Because of conditions as relates to ; , 
the farmer are bad, collections are ex- struction work being done on flats and yaAMMERS AND HATCHETS.—De- 
pected to continue difficult during the 2P@ttments. There continues to be @ mand fairly good; stocks good; prices 











¢ ’ 
ial nad widtes. good demand for builders’ hardware. firm. 
Jobbers report dealers as buying COAL HODS.—Jobbers report good de- wnt ete 200 ee ae 
. . . es: é ~ 2rs é 2Ts, 
carefully because of the uncertainty in mand; no retail demand as yet. Maydole No. 111%, $13.50 per doz: 
the country districts. We quote trom jobbers’ stocks, f.0.b. Fiumb HPS1. $13.25 per. ~—e i River - eq 
” . Twin Cities: Japanned coa ods, side No. 2» a ae oF ‘ 
ASH SIFTERS.—Jobbers report fair open, 17-in., $3.75: 18-in., $4.25: hatchets, Plumb broad No. 2, $19.40 
volume; no retail demand; prices steady. _ jananned furinel, 17-in. $4.80; eye en I law Nore, $16.25 per | 
$5.25; open galvanized, 17-in., $5.30; yer OZ. ; 1a INO. 4, PLO.c¢ ° a 
won quote from jobbers’ ~~ ge f.0.b. 18-in., $5.80; 17-in. funnel galvanized, doz. : 
win Cities: Square wood sifters, $6.65; 18-in., $7.10 per doz. 
$3.75 per doz.; round metallic, $4 per LANTERNS.—Sales show a _ steady 
doz.; wood barrel, $12 per doz. EAVES TROUGH, CONDUCTOR PIPE gain, with shorter daylight hours. 
AXES.—Demand fair; stocks good; AND ELBOWS.—Sales of good vol- Stocks good; prices firm. 
prices steady. ume; stocks good; prices steady. We quote from jobbers’ stocks, f.o.b. 
We quote from jobbers’ stocks, f.0.b. We quote from jobbers’ stocks, f.0.b. Twin Cities: Dietz lanterns, long or 
Twin Cities: Single bit axes, base Twin Cities: Eaves trough, 28 gage, short globe, $13.50 per doz.; Embury 
weights, $14; double bit, base weights, lap joint, S.B. 5-in., $5 per 100 ft.; lanterns, No. 210, $7.75 per doz.; No. 
9 per doz. conductor pipe, 28-gage, 3-in., $4.75 240, $12.75 per doz.: No. 130, Midget 
BALE TIES.—Sales show steady gain; og apa e a ae ee vehicle lanterns, $17 per dos. E 
a —_" 5 ’ .55 per doz. ¥ 
stock : i . 7 . 7 . * 
a ~~ aay act Shia FILES.—Sales fair; stocks good; prices a ee continues awe 
Ye quote from jobbers’ stocks, f.0.b. 8 s i tter s ; prices steady. 
Twin Cities: Single loop bale ties, steady. aoe dings etter shape = : 
65 per cent from standard lists. We quote from jobbers’ stocks, f.0.b. rm... e ete “we i. > 
} al . F a Twin Cities: First grade files, 50-10 win Cities: Standard wire nails, 
BRADS.—Demand good; prices un per cent; second grade files, 60-10 per $4.10 per keg, base; cement coated 
changed, cent from standard lists. nails, $3.60 per keg, base. 


We quote from jobbers’ stocks, f.0.b. GALVANIZED WARE.—Sales only OIL HEATERS. 


mre Oo" aS, E caus season- : 
[win Cities: Wire brads in 25-lb. - - Because of unsea " r 
boxes, 70-10 per cent. fair; stocks ample; prices steady. ably cold weather some retail demand is 
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under way; jobbers making shipment of 
fall orders; prices stiff. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Japanned polished steel, 
3-qt. capacity, $3.50 each; nickel pol- 
ished steel, 4-qt. capacity, $5.40 each. 


PAPER.—Building papers continue in 
good demand; stocks good; prices un- 
changed. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: No. 2 tarred felt, $2.25 
per cwt.; red rosin sheathing paper, 
$3.25 per cwt. 


REGISTERS.—Demand good; _ stocks 
good; prices stiff. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Cast steel registers, 
33% per cent from lists. 


ROPE.—Good demand; stocks ample; 
prices firm. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Best grades manila rope, 
20%c. base; best grades sisal rope, 
16%c. base. 


SANDPAPER.—Demand from sash 
and door trade good; strictly retail de- 
mand fair; prices stiff. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Best grade, No. 1, per 
ream, $6.50; second grade, No. 1, per 
ream, $5.85: garnet paper, No. 1, per 
ream, $16.50. 


SCREWS.—Sales of fair volume; stocks 
good; prices firm. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Flat head bright screws, 
75-5 per cent; round head blued 
screws, 72% per cent; flat head jap- 
anned, 67% per cent; flat head brass 
screws, 70 per cent; round head brass, 
67% per cent. 

SKATES.—Dealers who had not al- 
ready done so are lining up winter re- 
quirements; good demand expected; 
prices as last quoted. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Men’s plain No. 1624 
skates, 80c. per pair; 162444, $1.15 per 
pair: 524%, $1.21 per pair. Tadies’ 
5624%, $1.06; Nester Johnson Hockey, 


plain, $7.50 per pair; nickel plated, 
$8.50 per pair. 
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SNOW SHOVELS AND SIDEWALK 
SCRAPERS.—Dealers who had _ not 
already done so are arranging for 
winter requirements; jobbers’ stocks 
good; prices steady. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Good grade scrapers, 
$4.75 per doz.; straight handle wood, 
$4.85; straight handle steel blade, 
$5.25; galvanized steel blade D handle, 
$12 per doz. 


SOLDER.—Demand improving on fall 
orders from dealers; prices steady. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Guaranteed half and 
half solder, 29c. per Ib. 


STEEL SHEETS.—Demand has slowed 
up somewhat but is still fair; stocks 
good; prices firm. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: 28-gage galvanized steel 
sheets, $5.45 per cwt. 

STEEL TRAPS.—No retail demand as 
yet; jobbers getting some orders for 
later shipment; prices stiff. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Victor No. 0, $1.65: No. 
1. $2: No. 1%, $3.05; No. 2, $3.97; 
Newhous Oneida Jump No. 0, $2.07; 
No. 1, $2.38; No. 1%, $3.48 per doz. 


STOVE GOODS.—A slight amount of 
retail demand developing early because 
of unusually cold summer weather; 
stocks ample. Prices firm. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Stove boards, crystal- 
lized, 28 x 28. $16.15; 30 x 30, $18.70; 
36 x 36, $23.65; stove pipe, uniform 
blued, 28-gage 6-in. knocked down, 
$14.60 per 100 joints: common 6-in. 
corrugated elbows, $1.35 per doz.; 6- 
in. adjustable charcoal iron, $1.95 per 
doz.; dampers, cast iron, wood or coil 
handles, $1.59 per doz.; stove shovels, 
14%-in. japanned, 60c.: 21%-in. 
Jumbo japanned, $1.55; 14-in. Jumbo 
Jr., 90c. per doz. 


TACKS.—Fair demand; stocks good; 
prices stiff. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: 8-oz. American cut, 82c.; 
8-oz. tinned carpet, 96c.; 8-oz. blued 
earpet, 82c.; No. 11 double pointed, 
38e. 
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Coming Hardware Conventions 
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NATIONAL HARDWARE ASSOCIATION OF THE 
UNITED STATES CONVENTION, Atlantic City, 
N. J., Oct. 16, 17, 18, 19, 1923. Head- 
quarters, Marlborough-Blenheim, T. James 
Fernley, secretary-treasurer, 505 Arch 
Street, Philadelphia, Pa. 


AUTOMOBILE ACCESSORIES BRANCH OF THE 
NATIONAL HARDWARE ASSOCIATION OF THE 
UNITED STATES CONVENTION AND EXHI- 
BITION, Atlantic City, N. J., Oct. 15, 16, 17, 
18, 1923. Headquarters, Shelburne Hotel 
T. James Fernley, secretary-treasurer, 505 
Arch Street, Philadelphia, Pa. 


AMERICAN HARDWARE MANUFACTURERS’ 
ASSOCIATION CONVENTION, Atlantic City, 
N. J., Oct. 17, 18, 19, 1923. Opening session 
will be held on the evening of Oct. 16. 
Headquarters, Marlborough-Blenheim. F. D. 
Mitchell, secretary-treasurer, 1819 Broad- 
way, New York, N. Y. 


KENTUCKY HARDWARE AND IMPLEMENT 
ASSOCIATION, Louisville, Jan. 24, 25, 1924. 
J. M. Stone, secretary-treasurer, 202 Re- 
public Building, Louisville, Ky. 


MOUNTAIN STATES HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, City Audi- 
torium, Denver, Colo., January, 1924. W. 
W. McAlister, sécretary-treasurer, Boulder, 
Colo. 


WESTERN RETAIL IMPLEMENT AND HARD- 
WARE ASSOCIATION CONVENTION, Missouri 
Theater Building, Kansas City, Jan. 15, 16, 
17, 1924. H. J. Hodge, secretary, Abilene, 
Kan. 

WEST VIRGINIA HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Huntington, 
Jan. 15, 16, 17, 18, 1924. James B. Carson 
secretary, 1001 Schwind Building, Dayton, 
Ohio. 

INDIANA RETAIL HARDWARE ASSOCIATION, 
INC., CONVENTION AND EXHIBITION, Cadle 
Tabernacle, Jan. 29, 30, 31, Feb. 1, 1924. 
G. F. Sheely, sécretary, Argos, Ind. 

NEBRASKA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Lincoln, 
Feb. 5, 6, 7, 8, 1924. Geo. H. Dietz, secre- 
tary, 414-419 Little Building, Lincoln, Neb. 

WISCONSIN RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Milwau- 
kee Auditorium, Feb. 6, 7, 8, 1924. George 
W. Korliney, manager of exhibits, 1476 
Green Bay Avenue, Milwaukee. P. J 
Jacobs, secretary-treasurer, Stevens Point, 
Wis. 

MICHIGAN RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Grand 
Rapids, Feb. 12, 18, 14, 15, 1924. Karl S. 
Judson, exhibit manager, 248 Morris Ave- 


nue, Grand Rapids. A. J. Scott, secretary, 
Marine City, Mich. 
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TIN PLATE.—Sales declining some- 
what, but still considered fair; prices 
firm. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Tin plate, furnace coke, 
ICL, 20 x 28, $13.75 per box. Roofing 
tin, IC, 20 x 28, 8-lb. coating, $14.75 
per box. 

PYREX OVEN WARE.—Demand con- 
tinues of good volume; stocks ample; 
prices firm. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Transparent baking 
ware. Casseroles, No. 101, $15.96 per 
doz.; No. 197, $14.04 per doz. Pie 
plates, No. 202, $6 per doz. 

WEATHERSTRIPS. — Jobbers report 
some business coming in for later ship- 
ment; no retail demand; stocks ample; 
prices steady. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: % and % wood and felt, 
$1.85 per 100 ft.; 1-in., $2.60 per 100 ft. 

WHEELBARROWS.—Demand con- 
tinues satisfactory; stocks good; prices 
firm. 

We quote from jobbers’ stocks, f.o0.b. 
Twin Cities: Wood stave barrows, 
fully bolted, $37.50 per doz. Tubular 
steel, No. 1, $6.75 each; wood garden 
barrows, $6.25 each. 

WIRE.—Demand only fair, but ex- 
pected to improve after harvesting is 
completed; prices stiff. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Barbed wire, painted 
cattle, 80-rod spools, $3.70; galvanized 
cattle, $3.97; painted hog wire, $3.96; 
galvanized hog wire, $4.25; smooth 
black annealed No. 9, $4 per cwt.; 
smooth galvanized annealed, $4.45 
per cwt. 

WRENCHES.—Excellent demand with 
shortages in many lines; prices steady. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Agricultural wrenches, 
60 per cent; Coes wrenches, 40-10 per 
cent; engineers’ wrenches, 25 _ per 
cent; knife handle wrenches 40-10; 
Stillson, 60-10; Trimo, 60-74%: Snap on 
wrenches insets Master service No. 
101, $15.25: No. 202, $8: No. 404. $7; 
No. 505B, $3.40; less 40 per cent f.o.b. 
Milwaukee. 


PENNSYLVANIA AND ATLANTIC SEABOARD 
HARDWARE ASSOCIATION, Incorporated, Con- 
vention and Exhibition, Philadelphia Com- 
mercial Museum, Philadelphia, Feb. 12, 13, 
14, 15, 1924. Sharon E. Jones, secretary- 
treasurer, Wesley Building, Philadelphia, 
Pa. 

IowA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Des Moines, Feb. 12-15, 1924. 
A. R. Sale, secretary-treasurer, Mason City, 
Iowa 

New YorK RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Feb. 19, 
20, 21, 22, 1924. Headquarters, McA!pin 
Hotel, and Exhibition at Seventy-first Regi- 
ment Armory. John B. Foley, secretary, 
412-413 City Bank Building, Syracuse 
ae A 

OHIO HARDWARE ASSOCIATION CONVENTION 

20 
22, 1924. James B. Carson, 1001 Schwind 
Building, Dayton, Ohio. 

Missourt RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Marquett* 
Hotel, St. Louis, Feb. 26, 27 and 28, 1924. 
F. X. Becherer, secretary, 5106 North 
Broadway, St. Louis. 

ILLINOIS RETAIL HARDWARE ASSOCIATION 
ConvENTION, Hotel Sherman, Chicago, Feb- 
ruary, 1924. Leon D. Nish, secretary- 
treasurer, Elgin, Ill. 
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ih timely tie-up 


EOPLE are thinking about hardware now. Many new 
houses are nearing completion. The biggest season for 
buying McKinney Hinges and Butts is here. 





Your window is the salesman that should bring many 
of these sales into your store. The folks passing out 
front are builders and buyers. Many of them know and 
appreciate the sterling quality of McKinney Hardware. 
They read of it in national magazines. Immediately they 
see it displayed in your window they are prompted to buy. 


Don’t overlook this opportunity. We have prepared 
several unusually attractive window display pieces. These 
will be furnished you free of charge. 


Such a window as that illustrated above is a definite 
paying asset right now. You can dress yours like it at no 
cost whatever. Simply send us the attached coupon for 
full information and our interesting booklet, “Just out 
front.” You will find in it valuable data on paying dis- 
plays. NNow—while you are reading this, other dealers 
are clipping the coupon and getting ready to get this 
business. Why not you? 





McKINNEY MANUFACTURING CO. i 
Pittsburgh, Pa. 


McKINNEY 
Mec. Co, 
Pittsburgh, Pa. 


I am interested 


y in your free offer 

; for window display 
\ material. Please send 

\\ me complete information, 


including your booklet — 


Hinges and Butts and Hardware yah 





























Canning supply 
display of 
Morehouse ¢ 
Wells Co., 
Decatur, Ill. 
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Show the 
proper 
methods of 
canning and 
you'll attract 


customers 


Demonstrate Canning Supplies and the 


Housewives Will Do the Rest 


\ 7 ITH fruit so plentiful and so 
reasonably priced, house- 
wives are doubling and re- 
doubling their efforts over former 
years, to put up a supply of tempting 
fruits and vegetables in sufficient 
quantities to carry their families 
through the winter months. 

Remembering vividly the many 
lean years behind us in which fruits 
were scarce and home canning and 
preserving was an economic prob- 
lem, the housewife is breaking over 
in this full year and striving to 
stock her pantry shelves to the limit. 

But the years of non-canning have 
left her with an inadequate supply 
of jars and cans, pots and _ jelly 
glasses in which to store the fruits 
of her labor, so the housewife is this 
year a better prospect for the sale 
of canning supplies than she has 
ever been. 

The faithful old wash boiler in 
which she did her cold pack canning 
has long since passed into the dis- 
card and must be replaced. Since 
the days when she canned in quan- 
tity, new methods have come in and 
now she is desirous of a steam pres- 
sure cooker where ten years or less 
ago she was content to stand for 


By LUCILE E. McNAUGHTON 


hours over a blazing cook stove stir- 
ring hot sugary concoctions in an 
open top kettle. She finds that the 
steam pressure cooker will save her 
a world of time in both canning and 
preserving. It will save her the 
necessity of standing spdon in hand, 
stirring faithfully to keep kettles of 
jam from sticking at the bottom of 
the vessel. 

She finds that science has come 
to her aid in earnest and is aiding 
and abetting her in every way to 
put across the problems of house- 
keeping. 

She finds it out but how does she 
find it out? What is the problem 
that the housefurnishings depart- 
ment of a store confronts when it 
desires to educate the housewife to 
use in her home the labor saving de- 
vices that it has with industry dis- 
covered and purchased for her? 

A large western hardware store 
finds, when it has a new project to 
put forth to the public. that this 
same public is most easily and con- 
vincingly reached through the me- 
dium of practical demonstrations. 

Being fully convinced of the 


profitable returns of this method of 
displaying and showing merchandise, 
this store makes an effort to start 
out the season in each line of its 
housefurnishings department with a 
demonstration. They are proving 
more and more successful and espe- 
cially so when a new line is to be 
shown and sold. The factories 
are willing to co-operate with the 
stores to a reasonable extent in fur- 
nishing demonstrations but results 
must be obtained or the chance of 
securing a demonstrator for the fol- 
lowing season will be mighty slim. 


Start With a Demonstration 


The canning season is therefore 
opened with a spick and span and 
skilful demonstrator in charge. All 
preparations are made for her com- 
ing. First stock is carefully taken. 
There must be an adequate supply of 
jars, cans, rubber rings, racks, jelly 
strainers, boilers, wrenches, jelly 
glasses and tops to meet the ex- 
pected demand. A booth with gas 
plates attached must be arranged for 
the convenience of the demonstrator. 
A refrigerator, stocked with ice, 
should be placed conveniently. This 
is not an absolute necessity but it is 
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‘‘Slidetite’’ Garage Door 
Hardware. 

Barn Door Hangers. 

House Door Hangers 

AiR- Way Multifold 
Window Hardware. 


Door Closers and 


Checks. 

Mounted Grindstones. 

‘‘Ideal’’ Elevator Door 
Hardware. 

OveR- Way Conveying 
Equipment. 








New York 
Boston 
Philadelphia 
Cleveland 
Indianapolis 
St. Louis 





It was Emerson who remarked that if a man were to build a better 
mousetrap than his competitor, the world would beat a path to his door. 


Richards-Wilcox have found this statement 
to be literally true. Due to the recognized 
superiority of their products, they are instinct- 
ively turned to as the leaders in their field. 


Yet Richards-Wilcox are not content to ex- 
cel merely as manufacturersof hardware. They 
have developed the idea of service toa degree 
undreamt of in Emerson’s time. Through 
twelve branches in the United States and two 
in Canada, as well as great factories in both 
countries, they are rendering a remarkable 
service to the people of this continent. 


Not only do the trained service staffs of 


AURORA, ILLINOIS,U.S.A. 


Richards- Wilcox co-operate freely with man- 
ufacturers, dealers, architects and builders, but 
R-W products themselvesare serving the pub- 
licininnumerableways. AiR-Way Multifold 
Window Hardware, Slidetite. Garage Door 
hardware and other R-W innovations have 
added much to the ease and comfort of the 
people of two nations. 


Thus SERVICE, in the eyes of Richards- 
Wilcox, has a double meaning. And it isthe 
constant endeavor of the entire R-W organi- 
zation to keep this double service at the same 
high standard that it has heretofore enjoyed. 


Chicago 
Minneapolis 
Omaha 
Kansas City 
Los Angeles 
San Francisee 


RICHARDS-WILCOX CANADIAN CO. Ii® 


Winnipeg LONDON, ONT. 


Montreal 
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a big help in keeping fruits and vege- 
tables in condition until used, for 
the canning wants to be done at the 
time when the greater number of 
customers is in the store and at 
hand ready to be shown the latest 
and most effective methods. 

The demonstrator must be one 
who can give a skilful demonstration 
in cold pack canning through the 
use of a wash boiler or a fireless 
cocker outfit. 


Get Your Supplies Ready 


A demonstrator showing canning 
goods will induce the sale of a sur- 
prising quantity of supplies so this 
stcre brings down a large quantity 
of jars and kindred supplies from 
the stock rooms and has them right 
at hand ready to be sent out to the 
customer. It may be that she is 
just on her way to or from the mar- 
ket and has fruits or vegetables that 
must be put up today. 

The demonstrator must be one 
who understands her work thor- 
oughly. She must be dainty in her 
preparation of foods for canning and 
she must be so skilful and quick that 
the housewife can find no flaws in 
her work. 

When she sees how easily and suc- 
cessfully canning is done by the cold 
pack methods, when she sees fruit 
jars used which are self sealing and 
used without rubber rings, she is 
anxious to try the same methods and 
the same materials. The saving of 
time is a great factor, the surety 
that the goods when canned will not 
snoil is another big item, the saving 
of the labor and the exhaustion of 
standing and stirring, all are pointed 


Pressed Steel Shafting Hanger 
of Unique Design 


The American Pulley Co., Philadel- 
phia, Pa., is now offering to the trade 
for the first time a pressed steel shaft- 
ing hanger of new design. It will be 
noted from the accompanying illustra- 
tion that the hanger is made entirely of 
pressed steel and is of the four point 
set screw type. It is also of the “part- 
ing” variety, i.e., it has a swing yoke 
which readily permits the removal of 
shaft or bearing. Officials of the Amer- 
ican Pulley Co. state that in designing 
the hanger they had always two objects 
in mind—first, to produce a hanger 
which would be adequately strong for 
any reasonable service, and second, to 
turn out an article which would be 
pleasing to the eye—something which 
would have graceful, easy lines, as well 
as strength. The main frame of the 
hanger is constructed of two stampings 
placed face to face, with inturned 
flanges extending the entire length of 
the leg. TheSe inturned flanges pro- 
vide unusual strength and rigidity. The 
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out to her and all are closely ob- 
served by her. 


Attracting the Housewife 


The demonstrator in the store re- 
ferred to, prepares the fruit or vege- 
tables in small quantities and puts 
them up while the customer is 
watching her. She attracts the at- 
tention of the housewife—perhaps 
the housewife has come in purposely 
to watch the demonstration—then 
she proceeds to stone cherries or 
pare apples and get them ready for 
blanching. 

She shows the customer the theory 
and the practice of cold pack car 
ning; she shows her that a wash 
boiler outfit is a perfectly good one 
for this method; explains why a 
platform of pieces of wood must be 
laid in the bottom forming a place 
for the jars to rest; shows how a 
wooden platform or a wire rack will 
prevent the jars from coming in di- 
rect contact with the heat and also 
permit a free circulation of water 
and steam around and under the 
jars. She explains why the canners 
must have tight fitting covers in 
order to get the full benefit of the 
steam. She then shows the various 
implements that will facilitate can- 
ning and induce sales for all the ac- 
cessories of canning time. 

The Various Steps 

The housewives are keenly inter- 
ested in all the processes that go 
toward the completing of the can- 
ning and watch attentively while 
they are shown the successive steps 
in this method of canning: the scald- 
ing or blanching, the cold dipping, 
packing the fruit into jars and 





cross brace is integral with the legs 
themselves, making the entire frame 
exceptionally rugged and serviceable. 
All bolts, nuts and set screws are of 
standard dimensions. There is not a 
“special” boit or nut about the hanger 
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sterilizing and sealing the jars, 

It is the duty of the demonstrator 
and the salesmen as well, to instruct 
the customer to follow her recipes 
very closely for if the jars are left 
in the boiling water for the exact 
amount of time stated in the sched- 
ule of the recipe and the time counted 
from the moment that the water 
bubbles over the entire surface; if 
the sealing and testing take place 
accurately as stated, the canning 
must be a success. 

The store we speak of plans its 
advertising campaign most carefully 
and above all things is seasonable. 
The advertising manager plans 
months in advance for the coming of 
the demonstrators for the various 
departments and works side by side 
with the purchasing agent and other 
department managers to see that ‘the 
lines are complete but not over- 
stocked. 

Window displays are very care- 
fully designed and have been found 
to have the effect of big drawing 
power. 

Inviting the customers in through 
the use of the phone to attend a spe- 
cial demonstration has been proved 
to work out very successfully. Let- 
ters calling attention to showings on 
various days bring good returns. 
Some of the housewives are inter- 
ested in the preparation of fruit, 
some vegetables, but the majority 
are interested in methods, and the 
suggestion of something new and 
interesting, something that will 
prove valuable to the housewife in 
her own work, will attract the most 
attention and in return prove the 
biggest sales producing factors in 
the day’s work. 





and all bolts and nuts are convenient 
and accessible for replacement. The 
foot of the hanger is simple, but strong, 
made of heavy, cold drawn seamless 
metal—and is ample to sustain pressure 
of clamping bolts or lag screws. 

The American Pulley Co. reports that 
a series of tests at its own shop, both 
by means of testing apparatus and in 
service, has proved to their satisfaction 
that the hanger is amply strong for all 
ordinary working loads, plus a good 
margin of safety. 

Special attention is called to the ap- 
pearance of the hanger, which is un- 
usually attractive. The frame is smooth, 
with rounded surfaces that eliminate 
dust pockets and projecting parts. All 
joints match accurately and well. 

The hanger is made in regular drops, 
7 in. to 24 in., and is offered for all 
shaft sizes up to 8 in. 

The American Pulley Co. offers also 
with their hanger a babbitted bearing 
box of a neat and workmanlike appear- 
ance. The babbitt used is of good qual- 
ity and the bearing is broached ac- 
curately to size. 


matter continued on page 102 
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Dollars in Daylight 


—A fast- selling, profitable window 


ARDWARE Dealers in every section of the 
H country who stock the Truscon Copper-Steel 
Basement Window are making quick, easy, profitable 
sales of this line. 


The Truscon Copper-Steel Basement Window fills 
a long felt need, and architects, contractors and 
builders are preferring it to other type of windows. 
It makes the basement bright and cheery because it 
admits 50% to 80% more daylight and has many 
other advantages not supplied by wood windows. 
And it costs as little as wood. 


The Truscon Copper-Steel Basement Window always 
opens and closes easily and locks automatically. 
Never sticks, leaks or needs repairs. Extensively 
advertised in National magazines and to thousands 
of contractors and builders by direct-mail advertising. 


Attractive dealer proposition in portfolio form on 
request. 


Distinctive Features of Truscon Copper Steel Basement Windows 
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Warehouses and sales offices to serve the dealer in principal cities. 


RUSCON 


Ig COPPER STEEL 


BASEMENT WINDOWS 









Recreation Comfort 
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Hook up your store— 





With this National Advertising 


Your F 'urniture’s 
Best Friend 


WHATEVER kind of furniture you may 
have,you re racking and loosening the joints 

every time you budgeit unless you're using 

casters and the right kind of casters. If you 
want your furniture to last long and serve 
you well, see that it is properly equipped. 
floors and floor cover- 
d. Gouging hardwood 


¢ and tearing carpets 
ls 


Write for Booklet, 
“The Cost of the 
Neglected Inch.” 


Then, there are the 
ings to be considere 
floors, rumpling Tus 
don’t help the family budget. More bi 
to pay—needlessly 


Roll your furniture on Bassick casters. 
Small and inconspicuous but the big factor 
in floor and furniture protection—cost less 
than you imagine — 40 more work than 
you would believe. At your Bassick 


dealer's in the blue and yellow carton. 


And when you buy furniture, see that 
it is equipped with Bassick casters 


335SiCK 


Fz Casters ® 


THE BASSICK COMPANY 


—C © = Bridgeport, Conn 
es “a ‘ 


For thirty years the 
leading ma' ersof high- 
gece casters for the 
ome, office, hospital. 
warehouse and factory 





sick Casters 


For Any Furn i+ 
Litwure on Any Flo 
Oox 


eae 15th and 29th 
i 1e Saturday Evening 
st, with more than 2,400,000 
snc carry the advertis 
of the Bassick packa ne 
pe ged line 
pen as only nationally 
= ised casters on the market 
; e are only two.of a omashne 
o such advertisements a 
ing during 1923. = 


os sure the Bassick caster 
isplay is on your counter befor 
September 15th, when the fi ; 
advertisement appears. This rh 


for you. p sell more casters 


Bassick 


THE BASSICK 
“ COM 
Bridgeport, — 


For thirty yea 
for the h rs the leading mak 
ome, office, hospital, patteod ne srade casters 
nd factory. 














Washington News 


(Continued from page 79) 


“Without making any explanation to 
a price-cutter, the manufacturer re- 
fuses further dealings with him. If 
other distributors complain to the 
manufacturer of the operations of a 
price-cutter and the manufacturer then 
concludes relations with such a dealer, 
does that juxtaposition indicate the co- 
operation which brings the Beech-Nut 
rule into operation? 

“It seems to me that such a conclu- 
sion cannot be maintained because the 
manufacturer under such a condition, 
possesses a lawful right to discontinue 
relations with the distributor who will 
not maintain his resale price. The un- 
invited act of a competing distributor 
complaining to the manufacturer of a 
price-cutter, certainly cannot deprive 
the manufacturer of his legal right to 
cease relations with the price-cutter. 
The uninvited intervention of a third 
party cannot deprive the manufacturer 
of a legal right. 


May Not Be Unlawful 


“But, it may be asked, supposing the 
manufacturer invites all his distrib- 
utors to report price-cutters, does such 
an invitation invoke the Beech-Nut 
rule? On the face of it it may seem 
to call for such a conclusion. But this 
again, involves a condition in which 
one may state circumstances which 
make the conclusion so illogical as to 
defeat it. 

“We will assume that a manufac- 
turer merely suggests a resale price 
and that wherever he discovers a price- 
cutter without the use of special agents 
or salesmen, or reports from distrib- 
utors, he exercises what the Court al- 
lows to be a lawful right of refusal to 
sell. The exercise of these two legal 
rights by the manufacturer gives rise 
by necessity, to a presumption in the 
mind of each distributor who must be 
accredited with a sufficient amount of 
intelligence to engage in some reason- 
ing, that the manufacturer is endeavor- 
ing to maintain and protect a resale 
price. 

“As each distributor realizes that it 
is to his advantage to maintain this 
price, the same process of reasoning 
leads him to the conclusion that each 
of his fellow distributors is reasoning 
in the same way and to the same con- 
clusion. And the mere exercise there- 
fore, by the manufacturer of his con- 
ceded legal rights to suggest a resale 
price and to refuse to sell to a price- 
cutter, gives rise to that common un- 
derstanding between manufacturer and 
distributor which was the essence of 
the contracts in the Dr. Miles case 
and was likewise the essence of the ar- 
rangement in the Beech-Nut case. 


Matter of Form Rather Than Substance 
“And so it seems to me we arrive 
at a conclusion that that which was 


condemned in, the two cases to which I 
have referred, was a matter of form 
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rather than of substance. And imme- 
diately we arrive at that conclusion it 
seems to me to be necessary to review 
the whole course of the attitude of 
law and administration toward this 
question of resale price maintenance, 
because if the substance of the rela- 
tion between the manufacturer and his 
distributor may rise in last analysis 
from the exercise of legal rights on 
the part of the manufacturer, that 
which prevents him from exercising 
those rights in the most effective form 
is an obstacle to progress and should 
be removed as speedily as possible. 

“The difficulty seems to me to have 
arisen in the failure to distinguish the 
essential difference between a combina- 
tion of manufacturers on the same 
plane, and an arrangement between a 
single manufacturer and those who are 
his chosen collaborators in presenting 
his commodity to the consuming public. 
It is quite clear that the first arrange- 
ment is a restraint of trade because 
it prevents the full expression of the 
individual’s voluntary assumption of 
responsibility and exercise of independ- 
ent authority over the whole of that 
relationship in which he has placed 
himself by his own act. 

“From the independent individual 
conduct of business, the general con- 
sumer is entitled to expect the utmost 
of effort expressed through efficiency 
and economy of operation, to market 
a product at a competitive price. It 
seems to me that none of those argu- 
ments applies to a manufacturer who 
seeks to assert the voluntary nature 
of his business by assuming entire re- 
sponsibility for his product up to the 
moment when he encounters the pur- 
chasing ability or desire of the con- 
sumer.” 


Still Filing Complaints 


Notwithstanding the friendly atti- 
tude of Commissioner Gaskill and cer- 
tain of his colleacues with respect to 
price maintenance legislation the Com- 
mission is still grinding out complaints 
against manufacturers who seek by 
any available methods to protect their 
resale prices. The explanation is a 
simple one; the Commission is execut- 
ing the law as it finds it. 

One of the latest complaints to be 
filed has been entered against the 
manufacturers of a well known so- 
called soft collar. This concern is not 
charged in the complaint with employ- 
ing machinery interdicted by the Su- 
preme Court, but it is quite probable 
that when the case comes up for argu- 
ment certain supplemental charges 
along this line will be made. 

It appears from the complaint in the 
case that these collar producers adver- 
tise widely a fixed price and that if 
they find a retailer who cuts that price 
they refuse to sell him any more goods. 
So far the course described in the com- 
plaint has been upheld by the Supreme 
Court. It remains to be seen whether 
the Government will be able to adduce 
any evidence that the respondents in 
this case have employed methods to 
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keep track of their distributors’ prac. 
tices that have been condemned by the 
court in the Beech-Nut case. 


Trademarks in Export Business 


Some interesting observations upon 
the value of trademarks in developing 
export business will be found in a 
forthcoming pamphlet “on the condi- 
tions for obtaining trademark protec- 
tion in the countries of Europe and 
their colonies” which the Division of 
Foreign Tariffs of the Bureau and Do- 
mestic Commerce is now preparing. 
Bernard A. Kosicki, the compiler of 
this pamphlet, is a strong believer in 
trademark protection but thinks that 
manufacturers should be guided by 
some simple rules in the selection of 
their marks so as to increase their ef- 
ficiency to the utmost. In this connec- 
tion Mr. Kosicki says: 

“A trademark, to be effective, must 
be attractive, simple and distinctive. 
Because of the differences in langauge 
and customs in foreign countries, ex- 
porters are often faced with the prob- 
lem of deciding whether the domestic 
trademark should be retained or a new 
one adopted more suitable to the par- 
ticular area in which trade is con- 
templated. 

“Without a doubt, the intrinsic value 
of a purely American trademark is less 
abroad than in the United States. In 
general, these three factors operate 
toward diminishing the effectiveness of 
a domestic trademark in foreign mar- 
kets: 

Three Important Factors 


“1, The trademark may be unpro- 
nounceable in the foreign idiom. 

“2. Its essential meaning and dis- 
tinctiveness may depend upon a word 
combination which either has no sig- 
nificance or undesirable connotation in 
the foreign language. 

“3. It may contain coloring or illus- 
tration objectionable to certain races. 

“One instance was noted in the 
United States in which foreigners, de- 
siring a particular brand of cigarette, 
called for another by name, owing to 
the difficulty in pronouncing the first 
trade-mark. If the goods are on dis- 
play it is easy for the buyer to make 
his preference known. If not, he at- 
tempts to do so by describing the brand, 
thereby in¢reasing the opportunities 
for substitution. 

“This condition of indistinct recollec- 
tion of a trademark, quite prevalent 
abroad, often gives rise to a peculiar 
method of unfair competition which is 
very difficult to remedy. . Distinctive 
American products quite universally 
enjoy prestige as such in foreign mar- 
kets. As a result, such goods are fre- 
quently called for and designated as 
‘American’ rather than by the name 
of the brand. 

“Due to this preference for certain 
products of the United States there 
have been noted numerous instances to 
profit by the good will developed with- 
out committing actual infringement. 
In one instance a foreign firm placed 
on the market a brand of baking 


Reading matter continued on page 106 
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Are you getting the most out of the 
Griswold Adjustable Display Stands? 





Pat. 
applied for 


Pat 
applied for 


These adjustable stands can 
be used for displaying 


griddles as well as skillets. 
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T the beginning of the year we 
said, “Show Griswold Skillets 
—and you'll sell skillets!” 


Merchants all over the country 
followedthisadvice. Withthehelpof 
theGriswold adjustable display stand, 
they arranged splendid displays of 
cast iron skillets and griddles. 


Their reports of results have been 
most enthusiastic! As aids to quick 
selling, these unusual stands are 
simply way ahead of everything else. 


What are you doing to show 
people your stock of genuine 
Griswold cast iron skillets? No 
matter what kind of window, coun- 
ter or table space you have, you can 


THE GRISWOLD MFG. 


Trade Mark 
Reg. U. S. Pat. Off. 


make a stunning and impressive dit- 
play, because these stands may be 
adjusted to any desired angle. 


Now is the-time to sell all 
Griswold kitchen utensils. Extremely 
popular at the beginning of cold 
weather are the Waffle Irons and 
Tite-Top Dutch Ovens. . Display 
stands for both skillets (which can 
be used for griddles as well) and 
Tite-Top Dutch Ovens are being 
furnished with orders for Griswold 
ware. If you haven’t received these 
stands, make up your order and write 
at once, direct, or order through 
your jobber. Attractive cards and 
recipe books are also furnished on 
request. 


CO., Erie, Penna., U. S. A. 


Makers of Cast Iron and Cast Aluminum Extra Finished Cooking Utensils, Waffle 
Irons, Food Choppers, Safcty Fill Tea Kettles, Bolo Ovens and Gas Hot Plates. 
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powder under the mark ‘American Im- 
perial Baking Powder.’ Although there 
was no deception as to trademarks be- 
tween this and a well-known American 
brand, it was reported that the sales 
of the latter product suffered because 
both brands were accepted as of Amer- 
ican origin and therefore equally good. 


Defensive Trademark Registration 


“Other instances have been observed 
in which variations of a well-known 
trade name have been adopted, con- 
forming especially to the current pro- 
nunciation given the original trade- 
mark by foreign purchasers. To pre- 
clude the possibility of unfair competi- 
tion of this character, it is advisable to 
register not only the trademark, as 
used, but also variations which are ap- 
proximately similar in appearance and 
pronunciation to the original. This 
practice of defensive trademark regis- 
tration has been followed by many ex- 
porting concerns with excellent results 
in heading off attempted infringements 
or at least minimizing the possibility 
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which the illustration is not directly 
associated with the word mark. In 
these the illustration and word mark 
are not interchangeable, and a knowl- 
edge of the meaning of the word is 
necessary in order to make the illus- 
tration intelligible.” 


Wholesale Prices on Down Grade 


Wholesale prices, which began to de- 
cline last May, continued on the down. 
ward trend through July and well into 
August, according to reports from the 
Department of Labor. The decline 
from April to July represented 5 per 
cent, while from June to July it was 
11/3 per cent. The decrease was 
figured on prices for 404 commodities. 

A comparison of July prices with 
those in the same month a year ago 
showed a decline in the general level 
of 2.5 per cent, due chiefly to the de- 
crease for fuel and lighting material. 

The largest decrease from June to 
July was shown for the group of cloths 
and clothing, due mainly to declines in 
cotton goods and raw and spun silk. 


Our 1924 Blue Flame 
Hover made in vari- 
ous sizes is the best 
seller. Burns oil—no 
odor, coal,soot,dust, 
noise, clogging, and | 
no over -flowi 
Automat- ga. 
ically reg- 

ulated. An 

easy seller, 


RELIABLE Standard 
Coal Burner Brooder 

It’s in the stove that we claim 
the great superiority. Built in 
every way upon the most medern 
andscientific peg eet 
designed feed pouch increases 
the coalcapacity, insuring a clean 
grate at all times. Easily operated, pos- 
itively accurate and dependable regula- 


tion. Entire construction the very best. 
Looks well, sells easily. 


The decrease in this group was more 
than 2.5 per cent. 

Chemicals and drugs declined 2% per 
cent from the June level. In the group 
of farm products advances in corn, 
cattle, hogs, eggs, timothy and clover 
hay, hops, onions and potatoes were 
more than offset by declines in wheat, 
oats, rye, lambs, cotton, beans, alfalfa 
hay and hides, causing a net decline 
of more than 2 per cent. 

Decreases approximately 2 per cent 
were recovered for the groups of metals 
and metal products and building ma- 
terials, while smaller decreases were 
shown for foods, fuel and lighting ma- 
terials and miscellaneous commodities. 
No change in the general price level 
was reported for housefurnishing 
goods. Of the 404 commodities for 
which comparable data for June and 
July were collected, decreases were 
shown for 175 and increases for sixty- 
eight. 


of their occurrence.” 

That foreign competitors should aim 
at passing off their merchandise as 
American, either by implication or by 
false indications of origin such as “New 
York,” “Chicago,” etc., speaks eloquent- 
ly for the years of conscientious effort 
exerted by reputable concerns in de- 
veloping a strong good will toward 
American goods. It emphasizes the 
importance of the retention of charac- 
teristic features in trademarks which 
stamp the goods as American and 
strengthens the objection often ex- 
pressed against the adoption of trade- 
marks so closely designed for foreign 
markets as to conceal the origin of 
the goods. 
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May Use Translation 


“Nevertheless,” says Mr. Kosicki, “it 
is often highly desirable to make a ma- 
terial modification or simplification of 
a domestic trademark in order to im- 
press it firmly upon the minds of for- 
eign purchasers. If the tyade name is 
combined with an _ illustration, and 
offers difficulty in pronunciation, a 
translation of the word may improve 
the value of the trademark without 
detracting from its general appearance. 
If the trademark is a proper name, 
such adaptation is not possible; but 
owing to the greater security which 
such a trademark enjoys, especially 
if it represents also the name of the 
producing firm or individual, there is 
less possibility of actual infringement. 

“Without a doubt goods in foreign 
commerce are most effectively identified 
through pictorial trademarks; that is, 
marks in which the word and the 
illustration have an identical meaning. 
Popular examples are such trademarks 
as ‘Star,’ ‘Lion,’ ‘Eagle,’ ‘Carnation,’ 
etc. Such trademarks, however, should 
be distinguished from those in which 
the illustration is merely supplemental 
or added for effect, to catch the atten- 
tion of the purchaser. 

“There are a great many such trade- 
marks in use in the United States, in 


Steel Tape Has Improved Case 


A new steel measuring tape is the 
“Bangor Leather” tape recently intro- 
duced to the hardware trade by the 
Crogan Mfg. Co., of Bangor, Me., 
makers of the One-Man, One-Man Jun- 
ior and Bangor tapes. The “new” fea- 
ture of this tape lies in the manner in 
which the leather covering is fastened, 
holding the case in place. The leather is 
formed around a steel back and front, 
these being held in place by a flanged 
liner which bears up against the leather 
inside of case. The halves of the case 
butt together, forming a smooth sur- 
face, and by this manner of fastening 
stitching has been entirely eliminated. 
The manufacturers who have patented 
this idea claim that this new leather 
tape will be a great improvement in 
that the tape may be used in factories 
where contact with oil might ordinarily 
cause stitched cases to rot and tear 
apart. A 50-in. length in this style 
tape, which bears a handsome imitation 
leather covering, has been on the mar- 
ket but a short time, and will be fol- 
lowed by the usual other lengths in this 
style, as well as in genuine leather. 








50 to 1100 
Eggs 


RELIABLE 
Standard Incubators 


have stood the test of 
time and are recognized 
by Government officials, 
colleges and schools as is 
evidenced by the increas- 
ing orders coming to us. 
Our double heating sys- 
tem makes the chicks 
safeagainatenddenchilia, 
re maintains uniform temp- 

J Wiles Pre. erature and constant - <4 
culation of clean, fresh air. Made in sizes 
tosuit. Both hot airand hot watersystems, 

Reliable Dealers find it easy to make 
sales of the RELIABLE line and good 
profits, too. Our extensive advertising 
and closeco-operation creates thedemand, 
Dealers appreciate it. We are the origin- 
ators of the Reliable Standard Incubat- 
ors, Blue Flame Oil-Heated Colon 
Hovers and many other poultry appli- 
ances and fixtures, all backed by our 
positive guarantee. 


Write today for the Reliable S 
book, yn El terms and oo 


A /RELIABLE INCUBATOR & BROODER CO 
i. . 2306 Cffestnut St., QuINCY, ILL, U.S.A ad 
Reliable Because right b 
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